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Housing development sponsored by Wayne Lumber Company, Niles, Mich. sells more materials. 
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Survey shows MORE BUILDERS p 


in Toledo... 
FER INSULITE 


than any other brand of Insulating Sheathing 


"Bildrite saves us *100° 
per job...and gives us 


the best sheathing!” 


Snyder-Adler-Bartley Construction Company 
Toledo, Ohio 


More Toledo builders prefer INSULITE BILDRITE SHEATHING 
than any other brand, according to a recent impartial sur- 
vey. And the survey also showed many of these builders 
saving approximately $100 per job—just by using BILDRITE 
SHEATHING. Here’s how the Snyder-Adler-Bartley Con- 
struction Company explains it: 


“Gentlemen: 


We’re saving approximately $100 on every 
house we build—just by using INSULITE BILp- 
RITE SHEATHING instead of wood sheathing. So 
far this year we’ve saved well over $1,000. 

But most important is the fact that BILDRITE 
gives us the best sheathing, in addition to 
saving us money. We originally chose BILDRITE 
because of its outstanding weather-resistance. 
Continued use proved it was not harmed by 
long exposure to the weather, did not warp or 
buckle, and had high structural strength. 


HUGH J. BARTLEY 


EARL S. SNYDER 


Our carpenters like BILDRITE SHEATHING 
because it’s clean to handle, does not foul up 
their saws, cuts easily, and applies quickly. 
Our houses sell easier, too, when we tell our 
customers how BILDRITE will cut their fuel 
costs by giving them greater insulation. 


Very truly yours, 
Earl S. Snyder 
Hugh J. Bartley 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 


merchandising-minded journalism and service toward these ends. The 
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You get more... 
you save more with 


CHEVROLET 


ADVANCE-DESIGN 


TRUCKS 


Whatever the job you have for a 
truck, Chevrolet has the truck that’s 
right for your job! It’s a new Chev- 
rolet Advance-Design truck, built 
to cut your trucking costs down to 
rock bottom. Saves you money when you buy, because the 





purchase price is low. Saves money right along, because no 
other truck in its price class offers the great combination of 
ruggedness, durability and economy you get in Chevrolet. Just 
look at the extra value features that make Chevrolet trucks 
stand up better, handle easier, cost little to run and maintain. Your 
best truck deal is the deal you get on a Chevrolet Advance- 
Design truck at your Chevrolet dealer’s. 


CHEVROLET DIVISION OF GENERAL MOTORS 
DETROIT 2, MICHIGAN 
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ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD EN- 
GINES—the 105-h.p. Loadmaster or 
the 92-h.p. Thriftmaster—to give you 
greater power per gallon, lower 
cost per load © POWER-JET CARBU- 
RETOR—for smooth, quick accelera- 
tion response * DIAPHRAGM SPRING 
CLUTCH—for easy-action engage- 
ment * SYNCHRO-MESH TRANSMIS- 
SIONS—for fast, smooth shifting ° 
HYPOID REAR AXLES—for depend- 
ability and long life * NEW 
TORQUE-ACTION BRAKES—for light- 
duty models * PROVED DEPEND- 
ABLE DOUBLE-ARTICULATED BRAKES 
—for medium-duty models * NEW 
TWIN-ACTION REAR BRAKES — for 
heavy-duty models * NEW DUAL- 
SHOE PARKING BRAKE—for greater 
holding ability on heavy-duty models 
e NEW CAB SEATS—for complete 
riding comfort © NEW VENTIPANES 
—for improved cab ventilation ° 
WIDE-BASE WHEELS—for increased 
tire mileage * BALL-TYPE STEERING 
—for easier handling * UNIT-DE- 
SIGNED BODIES—for greater load 
protection © ADVANCE-DESIGN 
STYLING—for increased comfort and 
modern appearance. 
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WASHINGTON REPORT 





Business powwows, here in the capital, bring out 
a lot of predictions by Federal officials about 
what’s ahead for construction. And the way 
these guesses don’t agree with each other! 
Uncle makes out, after a fashion, with his agen- 
cies; but he has so many worries that much 
of the time he’s strung up like a six dollar fid- 
dle and often sounds like one .. . Something 
like this: 


Economic Stabilizer Johnston told the United 
Press, a couple of weeks ago, that residential 
building in 52 must be cut down to boy size. 
He didn’t offer a blueprint of the surgery, but 
he thought it was going to hurt. As it looks to 
him, residential and commercial building is 
creating inflationary pressures that may blow 
the gazebo off the defense program. 


‘Residential building for ’52, according to the Sta- 
bilizer, should be concentrated in defense areas; 
with the first call given to medium or low rental 
jobs and to houses selling at $12,000 or less. 
Stores, office buildings, highways and even 
schools should be checked or stopped; except 
in those critical defense areas. Real tough about 
it. 

But Defense Mobilizer Wilson told the industry 
last summer it could build 850,000 houses in 
’*52; so the NPA included that number in the 
controlled materials plan, for next year. 


Chances are fair that we’ll get that many. Maybe 
more. The BLS, always cautious in its estimates, 
thinks next year will not equal the million or 
more housing starts in ’51 but that it should 
come through with 800,000 or 900,000. The 
agency expects mortgage money to be available 
in quantity. Some companies fear that money 
will outrun applications. 


But the supply of materials will be top question, 
and the defense plans will set up the answer. 
No one wants to get in the way of Uncle’s being 
fixed, by next July, to throw out any burglar 
who tries to break in. Responsible officials will 
not duck that one, and no good citizen wants 
them to. 


A few items in the news, however, cast some pos- 
sibily important crosslights on the matter of 
materials supply. 


Steel: The fourth quarter demand for carbon steel 
exceeded the supply by more than 50 percent. 
Looks like a terrible scarcity. But note that 
there are not plants enough in North America 
to have fabricated that much steel into military 
and civilian goods, had the supply been avail- 
able. The steel industry says there have been a 
lot of duplicate orders, much excessive stock- 
piling, and many exaggerated claims of need 
from defense agencies. 


Reports of illicit leakage of scarce metals come in. 
Administrator Fleischmann warns us _ that 
abuses of self-certification will mean the modi- 
fication or the ending of the plan. But such 
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abuses, if they really exist, can’t account for 
much disappearance of controlled metals. The 
grapevine reports that 26 million tons of steel 
can’t be accounted for. 


The important factor in possible defense-created 
shortages is the pattern of the defense pro- 
gram, itself. The big push, so far, has been the 
expansion of essential production plants; and 
according to the Department of Commerce and 
the SEC the estimated investment this year in 
plants and equipment will be near to 25 billion 
dollars. That’s likely to slack off, rather soon, 
when the necessary size is reached. 


American defense economy isn’t like the Russian. 
Stalin knows his industrial capacity isn’t up to 
replacing the wastage of military equipment 
while a major war is going on. Ours soon will 
be. Russia has to stockpile planes and the rest 
before the war starts. 


Uncle Same actually produced a considerable sur- 
plus of a good many, though not all, lines of 
military goods while the second war was going 
on. So the present plan is one of industrial readi- 
ness. This explains the big push for defense 
plants, with assembly lines fixed up, and em- 
ployees trained in production. 


After that point is reached there'll be enough 
military goods produced to supply the forces. 
There’ll be pilot orders to keep production effi- 
ciency high. There’ll be a safe surplus of arms 
but no production at full war scale unless and 
until a full scale war breaks out. No vast stock- 
piles of weapons. 


Not so simple as that and not so easy. But it looks 
as though the plant expansion program is going 
to be stretched out and stepped down a little. 
Two reasons against. stockpiling: American 
military men want to be able to incorporate new 
inventions and improvements in U. S. weapons. 
Second, there’s fear of serious unemployment 
in civilian lines of production, such as motor 
cars, if diversion of materials to military goods 
is excessive. 


Unless the big war actually breaks, the much pre- 
dicted 68-billions-a-year spending for U. S. se- 
curity isn’t likely to be reached. The high point 
may well be lower and come a year or two later 
than Pentagon estimates would indicate. Less 
future investment in defense plants; less criti- 
cal materials turned into military channels. 


We’re not out of the woods; and if Russia cuts 
loose with the big punch, all bets are off. How- 
ever, note that for most of this year price lines 
have been fairly stable. Little “preparedness 
inflation” except in meats; a line which has al- 
ways been one of those things. 


Defense production policies will have a direct im- 
pact upon our industry. It rather looks as 
though the inflationary pressures may not be so 
tough as we thought, say, a couple of months 
ago. 
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Announcing 


THE SERIES 600 
KENNATRACK 






A NEW DOUBLE TRACK 
FOR 1%” BY-PASSING 
WARDROBE DOORS, 

WITH ADJUSTABLE HANGERS 





%* Saves installation time! Track is easily screwed 
to header. 


% Allows speedy adjustment of door height and 
alignment of door to jamb. 


* A fine, sturdy, extruded track of heat-treated 
Aluminum. 


*% Assures correct space between by-passing 13%” 
sliding doors. 








Hires a new addition to the Kennatrack line of 
sliding door hardware especially designed for by-passing 
1¥” wardrobe doors. Series 600 has a newly designed 
adjustable hanger providing a convenient means of 
aligning the door to the side jamb. Each door slides on 
not 2, not 4 but eight nylon wheels. Installation is so 
easy you'll be amazed — just screw track to header. 
Kennatrack’s fast delivery and prompt service are a 
by-word in the industry. Ask any Kennatrack dealer! 
Get the facts on Series 600 now. 


Address Dept. 151 


JAY G. McKENNA, INC. 


ELKHART, INDIANA 
\—p Specializing Exclusively in the Manufacture of Sliding Door Hardware 
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NEWS BRIEFS 





Most building materials prices — lumber prices included — are ex- 
pected to be fairly firm through the fall months. Although mortgage 
money tightness is still holding up housing in some localities, a good 
deal of building activity is reported throughout the country. 


* * * 


Most dealers aren't reporting any serious lack of business — it just 
isn’t quite as good in many cases as it was at the peak. But there 
is a whale of a lot of building materials moving through retail yards. 


* * * 


There is still a fair amount of confusion throughout the industry 
on some of Washington’s regulations. But the lawmakers are be- 
ginning to try. to untangle some of the tangles. 


ca * * 


The Maybank hardship relief clause, passed by the Senate to replace 
the Capehart Amendment in the Defense Production Act, makes a 
number of changes in the law; including the provision that individual 
price increase applications under the cost-plus formula must be 


ruled out unless each applicant can prove actual or pending financial 
hardship. 


* * * 


Costs are defined in the Maybank clause to include all necessary 
and unavoidable cost increases in labor, material and transportation 
up to July 26. A reasonable allowance is to be made for such indi- 
rect costs as advertising, administration and some others. 


* * * 


The House is expected to deal with the Senate bill rather prompt- 
ly. There may be changes; but news men on the Hill think that 
something like the Maybank affair will be enacted. News men don’t 
expect the Herlong Amendment to be repealed, nor do they think 
that slaughtering quotas, left out of the original bill, will be restored. 


*: * * 


There's been a general apathy among business men in regard to the 
Capehart and Herlong Amendments. One business man explained 
his attitude in this way: “The only change I want is repeal of all 
controls. Since that doesn’t seem probable now, the hek with the 
whole mess!” Another reason for this apathy, at the moment, is 
that price trends are either holding pretty even or declining slightly. 


* * *# 


Southern pine reports a small price decline and oak flooring is 
about what it was fifteen months ago. Brick, glass and cement are 
holding about even; though these levels are not reflected in all mar- 
kets. The important point is that there seems no immediate symp- 
tom of a returning big-time inflation. 


* * * 


The National Retail Lumber Dealers Association has issued a prelim- 
inary list of scheduled classes for its 30-day courses in retail lumber 
and building materials training. The present list deals with the 
work in some ten noted colleges and universities. This educational 
project has made a remarkable reputation through the years for 
being highly useful to the industry. 
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Unusual 


At the Hartsburg and Hawk- 
sley Company, North Aurora, 
Illinois, manufacturers of mill- 
work, heavy duty wood working 
machinery turns without the aid 
of pistons or motors. It’s all 
done with direct drive water 
power. The big underwater 
wheels turn shafts which are 
connected to the machines with 
the usual belts. The plant is 
oddly quiet with only the slap 
of the belts and the whir of the 
cutting knives. Millwork special- 
ties are shipped as far away as 
Brazil. . 


Western Pine Group Hears 
Market Upturn Due 


The lumber market is due for 
an upturn in three or four 
months, some 200 Western Pine 
lumbermen were told as they 
concluded a two-day semi-annual 
meeting of the Western Pine 
Association in Portland. 

President Walter S. Johnson 
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N. ow’s the time to cash in 


on winter! 





_— a display piece with real “sell” in it. In your windows 
or on your counter, it acts as a powerful point-of-purchase 
sales aid that will help you get more window glass business. This 
is the season of the year when folks are preparing their homes 
for winter. That means the replacing of broken panes, as well as 
the repair and construction of storm sash. 

This colorful, attention-compelling card tells the whole story— 
quickly and concisely. It helps you capitalize on the national rep- 
utation of Pennvernon as “window glass at its best.” Your cus- 
tomers know that Pennvernon Window Glass is unexcelled; that 
it has a brilliant surface finish on both sides, permitting its in- 
stallation either side out. 

Your local Pittsburgh Plate Glass Company branch or jobber 
can give you all the information about this new Pennvernon 
display card. He can tell you too about the rest of the complete 

ZN program we've arranged to help boost your sales 
Pennvernon of Pennvernon Window Glass. Pittsburgh Plate 
WerowGiass|} Glass Company, 2268-1 Grant Company, Pitts- 


O} burgh 19, Pennsylvania. 


“ie CINON - window glass at its best! 
lp PAINTS GLASS - CHEMICALS - BRUSHES - PLASTICS 


PITTSBURGH Poo E GLASS COMPANY- 








of San Francisco, head of the 
American Box Corporation, said 
the effects of defense work and 
recent credit control relaxations 
will be felt by early 1952. He 
pointed out that the lumber mar- 
ket is now well below OPS eceil- 
ings, ‘“‘and there isn’t much need 
for price control.” He added, 
however, that when the expected 
market upswing occurs, price 
control might become effective. 

Mr. Johnson was one of three 
featured speakers at the final 
day’s session of the association 
meetings. S. V. Fullaway, Jr., 
secretary-manager, urged lum- 
bermen to utilize industry sta- 
tistics. “Properly interpreted 
and applied,” he said, “they can 
be of definite value to the indi- 
vidual lumberman, particularly 
in a period of adjustment such 
as we are experiencing today.” 

The visiting pine officials, 
gathered from 12 western 
states, heard Assistant Secre- 
tary-Manager W. E. Griffee of 
Portland report that the summer 
slump in home construction 
throughout the country has 
brought a sharp downturn in 
order volume to many compa- 
nies, particularly to those not 
equipped to ship mixed cars. 
Other companies, he said, have 
gone right along so far with lit- 
tle or no change in volume of 
shipments. 


Citing three factors partially 
offsetting the effects of slumping 
home construction on western 
pine markets, Mr. Griffee re- 
ported that retail inventories are 
probably now down to a point 
where most dealers must buy 
lumber as fast as they sell it. He 
said that heightened industrial 
activity will demand more box 
and crating lumber and that wet 
weather in the south had re- 
duced the supply of dry southern 
pine boards. 


In a progress report on forest 
management of private lands 
under the association’s Tree 
Farm program, President John- 
son told the pine men that 22 
Tree Farms embracing over 


‘106,000 acres had been added 


this year. “This brings our total 
certified acreage to well over 
3,800,000,” he said. 


The association’s board of di- 
rectors approved a series of com- 
mittee reports on grading, re- 
search, forestry, promotion, sta- 
tistics and-traffic activities. Most 
significant report to the lumber 
trade was a grading committee 


October 20, 1951, AMERICAN LUMBERMAN & 














wae 


* 
‘ 
* 
§ 
+ 
s 
« 
4 
o 
+ 
. 


4 
‘$ 
; 
‘3 
2 


PhT 3 # 


TRENWALL the new Wall Covering that 
| . gleams like Fa UK for years / 


ee) 


BS Yexs os ao & 5S 09 < 





Ss 8 DT © DM & 


~ SLOANE-BLABON CORPORATION * A DIVISION OF ALEXANDER smith, inc. : 295 FIFTH AVENUE, NEW YORK 16, N. Y. 
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Ready to Ship! 


SPECIFIED 
LENGTHS 





DOUGLAS FIR 


Join the growing list of Air-King 
dealers who are saving them- 
selves money by getting specified 
length rafters, plates, joists, studs 
and small timbers in standard 
green Fir. 


No need to buy three cars ran- 
dom with unwanted sizes to get 
one car of desired items; you can 
buy the number of pieces in each 
length and size you need from 
Air-King. 


Shipped fast and on time. Let us 
demonstrate. 








AIR-KING 


MANUFACTURING 
CORP. 


Tigard, Oregon 














action, approved by the board, 
adding a new grade to 4/4 
(inch) factory lumber, redefin- 
ing standard mouldings and re- 





JOHN W. McCLURE hears Martin H. Dempsey praise hardwood grading school 





ducing allowable lengths of 


Larch-Douglas Fir selects. All 
changes become effective Octo- 
ber 1, 1951. 


whose success has in large measure been due to McClure’s devotion and hard 
work. Left to right are Joe Miller, assistant secretary-manager, McClure, asso- 
ciation executive officer, Lee Robinson, president, and Dempsey. 





NATIONAL HARDWOOD vice-presidents, Harry D. Gaines, James C. Walsh, and 


T. M. Millett (left to right), discuss market prospects at recent annual meeting 
of the National Hardwood Lumber Association. 


Hardwood Lumbermen Hold 
Largest Annual Meeting 


The 54th annual meeting of 
the National Hardwood Lumber 
Association, held at the Hotel 
Sherman in Chicago on Septem- 
ber 25-26-27, 1951, was the 
largest in the organization’s his- 
tory and at the same time 
marked a new high point in the 
group’s total membership. 

Members reported that where 
there had been scattered soft- 
ness in the hardwood lumber 


market at times during the sum- 
mer, demand was now again on 
the upgrade and that business 
was good. 

Minor changes in both the by- 
laws and grading rules were 
changed with unanimous con- 
sent. 

John McClure, executive offi- 
cer, reported that membership 
had reached a new high of 1,650. 

W. H. Walker was elected 
to a directorship. Otherwise di- 
rectors and officers remained the 
same. 





In the Market Centers 


SEATTLE — An indetermi- 
nate market persists. Just why 
is hard to figure but it appears 
mostly a question of stocks on 
hand. No one wants a big inven- 
tory. Heavy buying last Spring 
seems to have loaded the yards 


by more lumber than they can 
sell. 

Lumber buyers take what they 
want and are indifferent to low 
prices. All trading is cautious 
with stocks ever in mind. Car 
shortages on the Southern Pa- 
cific continue to plague shippers. 

Heavy rains have ended the 
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Sell Exterior plywood for farm buildings 





Sell plywood for eye-appealing built-ins 





Sell plywood for homes of lasting beauty 





Sell plywood for boats that are light, fast, rugged 
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; Sir OF REAL WOOD 


Ny 


Build Profitable Volume 
By Stressing This Idea... 







—Youll build i 


better with plywood ! 


as advertised 


1B 
Vhe saturday Event 


POS 1 





Bic, “Best Sexiers” like this advertisement in the 
September 22nd issue of SaturDay Eveninc Post are 
helping turn over four million Post-reading prospects 
into plywood customers. 

It’s your advertising, too. And it’s helping sell your 
customers. This advertisement is part of a big, new Post 
campaign to tell people in all walks of life about the 
versatility, economy, strength and beauty of Douglas fir 
plywood. This campaign carries right down the line to 
tie-in with ads in national architect, builder, farm, busi- 
ness and industrial magazines—all part of the greatest 
plywood promotion ever. 

Tie-in your own promotion with this powerful national 
advertising . . . remind your customers that they’Il “build 
it better with plywood.” For plywood sales-helps and ad 
mats write: (USA only) Douglas Fir Plywood Association, 
Tacoma 2, Washington. 


LARGE, LIGHT 
STRONG PANELS 





AMERICA'S BUSIEST BUILDING MATERIAL 
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This pre-fit wood window unit 
is equipped with Dura-seal 
. . . the combination metal 
weatherstrip and sash balance! 
Your jobber delivers the 


BETTER entire unit to you completely 
EQUIPPED! Fcceaetee 


and the home buyer gets the 
best weather protection plus 


the easiest window operation! 





@ Dura-seal’s jamb member is 
made in one piece and its 
concave back surface provides 
a flexibility which maintains 
a constant air seal and smooth 
window operation even when 
the sash expands or contracts 
due to changeable atmos- 
pheric conditions. (Springs are 
completely covered—photo- 
graph shows cover down on 
lower sash to illustrate spring.) 


@ Full jamb weatherstripping 
provides better weather pro- 
tection, eliminates paint-stuck 
windows and improves window 
appearance. 

@ Because Dura-seal is self- 
adjusting, it assures trouble- 
free operation with no replace- 
ment or maintenance costs. 
LUMBER DEALERS! Ask your jobber 


for information on Dura-seal equip- 
ped window units. 


ity 


This concavity is important! 



























Dura-seal is cut exactly to the 
pitch of the sill—another feature 
that helps make a more attrac- 
tive and efficient window. 


=~ 
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forest fire danger but with mid. 
October just ahead when snow 
starts to fall camps at elevations 
above 3500 feet will hardly get 
started until snow stops them. 
This will result in losses to in- 
put that cannot be made up this 
year. 


Shingle operators report the 
trade does not respond except 
for 1 and 2 perfections which 
are in demand for the staining 
companies. 


Fir dimension is a little off in 
demand except for long dimen- 
sion, particularly 2x6 eighteen 
and twenty foot for home build- 
ing. These bring up to $80. Not 
enough of these are found in 
cars loaded with random lengths. 
Timber cutting is very hard to 
buy; some specifications can’t be 
had. Prices run up to $100 for 
specified lengths. There is still 
quite a lot of activity in transit 
buying. 

Pines are steady to a little 
weaker and spruce is softer. Log 
prices are firm and steady except 
for No. 2 and 3 fir peelers which 
move at 100 to 105 and 90 to 95, 
respectively. B.C. log buyers are 
trying to buy No. 3 camp run: 
hemlock logs for 60 dollars with- 
out success. 


KANSAS CITY — The South- 
western lumber market turned 
decidedly stronger in the last 
week continuing the trend that 
has been in evidence since the 
start of September. The demand 
was not particularly heavy from 
retail yards, but a combination 
of factors provided the price 
strength in the market. 

Lumbermen report that pro- 
duction has been cut by rainy 
weather and a shortage of labor. 
In some parts of the district 
mills lost a sizable percentage of 
their crews which left for the 
higher pay available for picking 
cotton. Mills also noted that 
some skilled operators were 
leaving for the defense plants, 
which were getting into produc- 
tion on a fast scale. 

Ceiling prices on some items 
returned for the first time since 
January. Such key items as No. 
2, 1 by 8 boards and 2 by 4 di- 
mension were commanding ceil- 
ings of $93 and $90, respectively, 
at some mills. 

Government buying of com- 
mon lumber was in evidence, and 
inquiries from the rural areas 


‘picked up appreciably. With the 


wheat crop marketed farmers 
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FAIRMONT WALL PLASTER COX reports: 


40 STYLE GUIDES more than paid for themselves the first month! 








STYLE GUIDES pay for themselves 


Sherwin-Williams Dealers everywhere report that the famous 
Style Guide pays for itself in increased sales and profits. Why? 
Because it shows the customers . . . dramatically and effectively 
... what paint will do for her home in big, full-color pictures 
of actual lived-in rooms. 


Companion shows “WHAT GOES WITH WHAT” 


The Style Guide Companion completes 
your color service because . . . for the 
first time ... it gives an authoritative 
answer to what colors go well together. 
Cash in on these twin sales builders 
now. Order your copies from your 
Sherwin-Williams Representative today. 








%K Read what W. W. Breckenridge, Store Manager 
of the Fairmont Wall Plaster Company of Fairmont, 
West Virginia, says about the Style Guide: 

‘When we first learned that you were coming out 
this year with a NEW STYLE GUIDE we raised our 
sights higher for the biggest paint year in our 
history. 

“The results from the (40) Style Guides in service 
in Fairmont are most gratifying. We feel they have 
more than paid for themselves the first month they 
have been in service. While we were not able to 
keep an accurate account of all.sales resulting from 
the lendings, we know that for the period from 
March 17th to April 17th, out of 124 lendings, we 
accounted for actual sales of $941.15. 

“Our entire personnel takes great pride in being 
able to give such an outstanding decorative service 
as only the Style Guide and Companion can offer.” 
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We Can Fill 
YOUR 
HARDBOARD 
ORDER NOW! 
with 
Super-Quality 
FINNISH 
LION BOARD 


A product of renowned Finnish re- 
search and craftsmanship .. . this 
superior hardboard is here NOW... 
ready for delivery in all parts of the 
United States. 


Lighter in color than domestic hard- 
board . . . highly resistant to mois- 
ture, warping oad ——: ‘5+ 
hardboard is strong . . . flexible 
durable and grainless. 


Sheets '/,"' thick in sizes 4' x 6' to 4' 
x 12'. Phone, wire or write us TODAY! 


(We also are exclusive U. S. distribu- 
tors for Kennedy Famous Finnish Flush 
Doors.) 


DISTRIBUTORSHIPS 
STILL AVAILABLE 
Phone Seattle — 
SEneca 1880 
Teletype — 
SE 550 
Cable Address— 
FINNDOOR 





J. G. KENNEDY 


LUMBER CO. 


HENRY BLDG., SEATTLE 1, WASH. 
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have time to make their seasonal 
repairs. Rehabilitation work is 
going forward slowly in the flood 
stricken areas, requiring a con- 
siderable amount of lumber. 


The decrease in general build- 
ing activity is reflected in the 
report by the Trans-Missouri- 
Kansas Shippers Board, which 
estimates that the movement of 
lumber in its 5-state area for the 
last three months of 1951 will 
require 11 percent fewer box 
cars than actually used in the 
1950 period. 


The summary of the board, 
which forecast the need of 12,- 
936 cars, against 14,535 cars a 
year earlier, also noted that ce- 
ment loadings would drop 5 per- 
cent; gravel, 7.4 percent, and 
roofing paper, 20 percent. 


TACOMA — Demand for 
most grades of lumber continues 
to be heavy and supplies, for the 
present at least, appear to be 
adequate to meet the situation. 
One of the larger transactions 
of the year involving the indus- 
try in’ this area was the an- 
nouncement by President J. H. 
Gonyea of Wheeler-Osgood of 
sale of his company to interests 
represented by J. A. Pritzker 
and Archie Blair, Chicago and 
Tacoma attorneys, respectively. 
Gonyea announced the sale price 
as approximately $4,500,000 and 
said that properties involved in- 
cluded the Tacoma plant, the 
firm’s Myrtle Creek, Ore., oper- 
ations, the Fir Manufacturing 
Company at Myrtle Creek and 
the Nicolai Door Sales of San 
Francisco. Gonyea said that 
credit restrictions that lowered 
the demand for doors figured in 
decision of stockholders to sell 
the company. Other factors, he 
said, included the fact that pro- 
curement of logs has been a se- 
rious factor in the Tacoma area. 
He said that plywood demand is 
down because of increased pro- 
duction and reduced building 
activity. This last factor how- 
ever is somewhat offset by an- 
nouncement of other industry 
spokesmen of increased buying 
by military procurement agen- 
cies. An unusual shipment from 
here this week was a barge con- 
taining 1,100,931 feet from the 
Defiance Lumber Company mill. 
The barge was towed to San Pe- 
dro by the twin screw ocean go- 
ing tug Agnes Foss, six days 
being required for the trip. The 
British ship Graigaur loaded 
1,280,000 feet of lumber that had 
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been shipped here by barge and 
rail, the cargo being destined for 
points in the United Kingdom. 


Lumber—National 


Lumber shipments of 499 
mills reporting to the National 
Lumber Trade Barometer were 
8.7 percent below production for 
the weeking ending September 
22, 1951. In the same week new 
orders of these mills were 4.6 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 44 percent of 
stocks. For the reporting soft- 
wood mills, unfilled orders were 
equivalent to 25 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
53 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 0.2 percent above pro- 
duction; orders were 1.9 percent 
below production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 58.4 percent above; ship- 
ments were 49.0 percent above; 
orders were 48.6 percent above. 
Compared to the corresponding 
week in 1950, production of re- 
porting mills was 14.7 percent 
below; shipments were 21.9 per- 
cent below; and new orders were 
6.0 percent below. 


Western Pine 


The 97 mills reporting to the 
Western Pine Association for 
the week ending September 29, 
1951, cut 73,157,000 feet of 
western pines and associated 
woods. For the same week a 
year ago the cut totaled 88,062,- 
000 feet. Shipments for the week 
amounted to 66,765,000 feet 
compared to 96,702,000 feet for 
the like period last year. Orders 
received during the week 
amounted to 838,512,000 feet 
while a year ago they ran to a 
total of 99,329,000 feet. Unfilled 
orders at the week’s end totaled 
210,716,000 feet compared to 
211,803,000 feet last year. Total 
stocks on hand stood at 745,910,- 
000 feet. There was an increase 
of orders accepted of 20 percent 
compared to the previous week. 


Southern Pine 


Production of Southern Pine 
by the 109 mills reporting to the 
Southern Pine Association for 
the week ending September 29, 
1951, totaled 15,640,000 feet. 
This was 12.09 percent below 
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HOLLYMADE LOCKS and LATCHSETS for EVERY EXTERIOR and INTERIOR DOOR 























No. 200 
& 300 
SERIES 


Self - aligning locksets and 
latchsets are designed for in- 
terior doors. The “200” is for 
passage doors and the 300” 
has push button locking in 
the knob for either bath or 
bedroom doors. Made of brass 
alum and steel, this seriés is 
known for its fine quality, 


STANDARD DUTY Tubular 


series locksets and latchsets available 
in glass, brass, or bronze knobs. Comes 
in Conventional or French shanks. Fully 
reversible tubular deadlocks and night 
latches are also included in this series. 


No. 700 SERIES Comprises 19 fune- 
tional locksets or latchsets for exterior or 
interior, They feature a minimum of work- 
ing parts to assure trouble-free operation. 






PLASTIC PULLS Coming Soon - « 














and KNOBS No metal Aamouncements 
shortages to worry about, no Watch ot GE ” 
priorities. Order now, «THE CH ALLEN in 
Immediate delivery! Dut Series i 
Semi - Heavy sy 


: | 
It’s Sensational ! 


CYLINDRICAL LOCKS 


AND LATCHSETS 





Sold by Leading Jobbers Everywhere 
HOLLYMADE HARDWARE MFG. CO. 


4865 EXPOSITION BOULEVARD - LOS ANGELES 16, CALIFORNIA CANADIAN FACTORY: 22 RIPLEY AVENUE + TORONTO, CANADA 
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the three year average. Orders 
for the week ran to 16,900,000 
feet, which was 5.01 percent be- 
low the three year average but 
8.06 percent above production 
for the week. Shipments for the 


week amounted to 17,104,000 
feet, 3.86, percent the three year 
average, but 9.36 percent above 
production for the week. There 
was a decrease of 0.39 percent in 
orders on hand during. the week. 


The Lumber Market at Presstime 


The following index is intended merely as a check on bu 
a compilation and average of mill prices at press time an 
the day the magazine is received. The prices should be 


sidered as current on 


ing practices. It is 
should not be con- 


useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. Cc D 
BEG ccccesccveds 170.00 165.00 110.00 
Flat Grain Flooring 
BEE 6 kcevdveannes 140.00 130.00 98.00 
BMG seevessarers 160.00 155.00 105.00 


Drop Siding 


1x6 (Pat. #106).155.00 150.00 110.00 
1x6 (Pat. #116).155.00 150.00 110.00 


Ceiling 

i aveouweeuen 125.00 123.00 80.00 
BE: ‘inacaneeyee 115-125 120.00 80.00 

Boards and Shiplap and 2” 
en 1x6 1x8 1x10 1x12 
ae : er 76.00 74.00 76.00 
me. S ccc 68.00 67.00 70.00 
Bee. 8 40cOee 60.00 57.00 60.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 78.00 78.00 79.00 78.00 78.00 
2x 6 177.00 77.00 78.00 80.00 80.00 
2x 8 177.00 77.00 77.00 76.00 76.00 
2x10 77.00 77.00 77.00 77.00 77.00 
2x12 77.00 77.00 77.00 77.00 77.00 


No. 2 Dimension 


2x 4 70.00 70.00 73.00 70.50 70.50 
2x 6 69.00 68.50 69.00 73.00 73.00 
2x 8 69.00 69.00 68.50 68.50 68.50 
2x10 68.50 68.50 68.50 68.50 68.50 
2x12 67.00 67.00 67.00 67.00 67.00 


No. 3 Dimension R/L Only 


ENTE) acoraimuisteh hw eeu Wew ad ws ebabe wieta 48.00 
NE he a aie ina sua Satie Ree ae hw ae 46.00 
OM 4 55 sia he ved Mnmkneeenere eee 44.00 
sx18 sa ale alatenielaw orowailind wa wire 43.00 

ee ee ee ree 42.00 


whdd 10-12 for dry lumber) 





WESTERN PINES 


Ponderosa Pine 


Selects 

$2 or 4S 4/4RW 5/4RW 8/4 RW 

ee. Make vecves 250.00 265.00 260.0 

Shop, 82S No. 1 No. 2 
FES Sas eae eee 150.00 135.00 
EE RS Raa eS 145.00 125.00 

Commons 2&Btr. No. 3 No. 4 

S2 or 4S RW 106 RW75 RW 62 
> a 108.00 75.00 63.00 
BE BEEP ocececs 110.00 75.00 63.00 

Idaho White Pine 

Selects 

82 or 4S 1x4 x6 x8 5/64 


Seete. RL 250.00 265, 00 270, 00 265.00 
coves 205.00 225.00 230.00 235.00 


Pema S2 or 4s By > 5 1 No. 2 No. 3 
Fviaweaewed 147.00 185.00 110.00 


DEE. néiGeenceees 147.00 135.00 110.00 
Sugar Pine 
Selects 
S2 or 48 4/4 RW 5/4 RW 6/4 RW 
B&Btr. RL. ..300.00 300.00 305.00 
aA 275.00 285.00 295.00 
aes wreeeeeee 255.00 255.00 260.00 
Shop, S28 No. 1 No. 2 No. 3 
 ciéceeeedan 165.00 125.00 85.00 
re. .«séecareudl 165.00 165.00 85.00 
8/4 oe - + »165.00 165.00 85.00 


SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. Cc D 
BG ccs ticcnaeuen 190.00 180.00 160.00 
Flat Grain Flooring 
eee ere es 165.00 155.00 115.00 
Be. cvceecesavud 200.00 190.00 150.00 


Drop Siding 
1x6 (Pat. #106).195.00 185.00 155.00 
1x6 (Pat, #116).195.00 185.00 155.00 


Boards & Shiplap 
1x6 1x8 1x10 1x12 
No. 1 ...135.00 135.00 140.00 185.00 
No. 2 ... 83.00 88.00 88.00 93.00 
No. 3 ... 738.00 80.00 80.00 86.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 93.00 94.00 96.00 106.00 106.00 
2x 6 89.00 89.00 90.00 100.00 100.00 
2x 8 92.00 92.00 94.00 100.00 102.00 
2x10 102.00 103.00 103.00 111.00 114.00 
2x12 108. nd — 00 108.00 119.00 124.00 
No. 2 Dime 
2x 4 86. 00 °8T. 00 89.00 99.00 99.00 
2x 6 82.00 83.00 84.00 93.00 95.00 
2x 8 82.00 83.00 84.00 93.00 95.00 
2x10 86.00 87.00 87.00 93.00 95.00 
2x12 86.00 87.00 87.00 93.00 95.00 


No. 3 Dimension R/L Only 
2x 4 69.00 ‘ones sania 





2x 6 68.00 

2x 8 67.00 

2x10 67.00 

2x12 61.00 

REDWOOD 

ee s&Dtr ; Siding sessseseeees 190.00 

x8 A&Btr. Biding ....000...2. 186-00 
fra Rey AME IIE T2000 
1x 6 R/ A&Btr. eeeeeeeeeeeeee 80.00 


1x8 R/ ABBE. ..ccecceceeeee 195.00 
st! [he ABBE. .ccccccccccces t+ 


A&Btr. 

Prices for red cedar “siding “fn mixed 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch 

Clear “A” “— 

x4 inch ...... 95.00 88.00 175.00 

x65 inch ......120.00 118.00 88.00 

ee See ewece erie?) 143.00 120.00 

x8 inch ......185.00 we = 130.00 
Clear Bungalow Siding, % In 

8 inch ........310.00 19800 160.00 

10 inch ........330.00 218.00 175.00 

33 TGR covccccoee i 
Finish, B and Btr. 828 or 48, 
6-16’ or Rough 

1x eo6o00606esercess sd 

1x10 eeeeeeeeeeeeeeaeeeee 176.00 

1x1 eeeeeeeeeeeeeeeeeene 185.00 
Celling or yo 


Bory Cc D 
100.00 97.00 85.00 





IBD cccccces 
ae 100.00 97.00 85.00 
RED CEDAR SHINGLES 

Ro 

SOOM OME Sc accwscbes ewer 13.50 

BP FEE be occ cdececense 9.00 

Nia erie org ete 61.0) ba wae ene 6.25 
Perfections 

p ge, , | es 10.00 

pe gt | eee 6.00 

So  . 4.00 - 
xXxXxXxxX 

oa. . 2: aes eae 8.25- 8.50 

eG. SEE ea 5.50 


167-5/2 BB wcccevcccvccceee 3.00= 4.00 


ENGLEMAN SPRUCE 


Boards and Shiplap 

(dry) 1x6 1x8 1x10 1x12 
No. 2&Btr..104.00 107.00 108.00 112.09 
No. 3&Btr.. 86.00 87.00 88.00 87.09 

No. 1 ee, 


2x 8 69.50 69.50 69.50 69.50 69.50 

2x10 69.50 69.50 69.50 69.50 69.50 

2x12 65.50 65.50 65.50 65.50 65.50 

(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 Dimension sepa- 
rately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 
&Btr. C D 
SP ee yo 150.00 140.00 100.00 


rt ee 135.00 125.00 93.00 

1x6 mee eee cme 155.00 150.00 100.00 
Drop Siding 

1x6 (Pat. 4106). 145.00 135.00 105.00 

1x6 (Pat. #116).145.00 140.00 105.00 


Ceiling 
MEME. acbistsianccawor 105.00 100.00 60.00 
ME. \.vcikeeuiewaan 110-120 105-115 906.00 
Boards and Shiplap and 2” (Dry) 
1x6 1x8 1x10 1x12 


No. 1 ....80.00 82.00 82.00 82.00 
No, 2 ....77.00 77.00 77.00 177.00 
No. 3 --62.00 64.00 64.00 64.00 


14’ 4 18’ 20’ 


2x10 70.00 70.00 70.00 70.00 70.00 
2x12 68.00 68.00 68.00 68.00 68.00 
~ 1 pnarneny sang 





_  GeSea “Sey? Seah, Sar ear ere ae 54.00 
BN ging GM he Grid) i, ic ein Bra an 'Sraneaee 53.00 
4 ee errs 
Silene een 6.0. 4a lea Ree ais dee 51.00 
RRS S, CRE ers eee 51.00 

OAK FLOORING 
Clear Pin #§x2% #x1% %x2 %x1% 
White ..195.00 165.00 145.00 135.00 
Red ....195.00 165.00 145.00 135.00 
Sel Plain 
White ..165.00 145.00 125.00 110.00 
Red ....165.00 145.00 125.00 110.00 
#1 Common 


White ..145.00 115.00 55.00 45.00 

Red ....145.00 115.00 55.00 45.00 
#2 Mixed .100.00 75.00 50.00 40.00 
15” Shorts 


Btr. ....110.00 85.00 45.00 35.00 
#2 Com, .. 85.00 65.00 40.00 30.00 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 18’ are: 
Beveled Siding, % inch 

Clear 74 — 





%x4 inch ...... 80.00 77.00 55.00 
SeEO TIGR .. cee 85.00 83.00 60.00 
%x6 inch ...... 100.00 100.00 75.00 
%x8 inch ...... 130.00 128. = 95.00 

Clear Bungalow Siding, % In 

Sewas coed 160.00 158.00 120.00 
Sy OD eave ccues 185.00 183.00 135.00 
CO es 195.00 193.00 155.00 


Finish, B and Btr. S2 or 4S, 
= a or rough 


° veneasceeeseeeaere 240.00 
at ee ae yay ee eae ee er 250.00 
pe ee ee etre er 250.00 
Ceiling or flooring, B and Btr. 9-16’ 
B&Btr. Cc 
SE erent 105.00 100.00 90.00 
OT re 120.00 115.00 95.00 


Discount on mouldings, 6-20’ odd 
lengths. 
Series 8,000— 

— under 4.00—list plus 35 per 


Listing 4.00 and over—list plus 35 


per cent. 
Clear Lattice, 6-16”, 5-16’ 
Te we wcwrewate pectveevevaneten 1.50 
1/BR4E wccccvcccccccvcsece Sah Gerace 
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Coast to Coast... Builders Acclaim 
RUSCO HOT-DIPPED GALVANIZED PRIME WINDOW 


Report big savings on installation, labor and 


maintenance with revolutionary pre-assembled ‘unit 





TYPICAL INSTALLATION AT SOUTHERN APARTMENTS, FT. CAMPBELL, KENTUCKY 
(A Wherry housing project) 


Thousands of Rusco Prime Windows are being ARCHITECT: E. W. Augustus, Louisville, Ky. 

used to speed the completion of these perma- BUILDER: Algernon Blair, Montgomery, Ala. 

nent quarters for personnel at Ft. Campbell. CONTRACTOR: Ft. Knox Construction Co., 
Louisville, Ky. 


INSTALLED IN MINUTES in many types of construction — because it is a complete 
window unit. Comes finished painted, fully-assembled with glass, screen, built-in 
weatherstripping, insulating sash (optional) and wood or metal casing—all ready 
to place in the window opening! 


LOW INITIAL COST, plus savings. on installation and minimum maintenance make 
the Rusco Prime Window that rarest of all combinations—a top quality specifi- 
cation that actually reduces building cost! 


THE EXCLUSIVE FEATURES of the Rusco Prime Window offer many other con- 
veniences and advantages. For example, the glass and screen panels are easily 
removable from the inside. Thus, materials can be passed through the full window 
opening with breakage minimized. Filtered screen ventilation control permits 
regulated ventilation and full protection for drying plaster. And many others. 


For catalog of data and specifications, see your local Rusco Prime Window 
distributor, or write The F. C. Russell Company, Cleveland 1, Ohio. 


GLASS AND SCREEN INSERTS EASILY 
REMOVED FROM INSIDE FOR CONVENIENCE 
IN CLEANING. The Rusco removable sash 
feature has tremendous appeal as 

a convenience and safety feature. 


BUILDING PropucTs MERCHANDISER 





a product of 
THE F.C. RUSSELL COMPANY, Dept. 7, AL-101, Cleveland 1, O. 


World's largest manufacturer of all-metal combination windows 





al 


BARKLEY SQUARE DEVELOPMENT, SANTA ANA, CAL. 
Burt Huff, the builder, has used 1,332 Rusco Prime Windows 
on his Barkley Square and Sunshine Homes developments. 
He says, ‘We find Rusco very easy to handle during con- 
struction and recommend it to anyone interested in elimi- 
nating delays and adjustments.’ 


BUILDER: Burt Huff, Santa Ana, Cal. 





STATE-AIDED HOUSING PROJECT, EVERETT, MASS. 
Rusco Prime Windows are used throughout on these attrac- 
tive multiple-dwelling units. Used as flankers on the fixed 
picture window units, they permit controlled, filtered- 
screen ventilation. 


ARCHITECTS: Drummey & Duffill, Boston, Mass. 
CONTRACTOR: Concrete Construction Co., Chelsea, Mass. 
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Let’s Get the SPRUCE Picture Straight! 


Don’t Just Ask? for Spruce --Insist on NORTH IDAHO fqeeiOttin SPRUCE 


36 





SEVERAL VARIETIES of Spruce grow 
in North America. Although they are re- 
lated botanically, they are essentially 
different woods. 


PROFESSIONAL FORESTERS recog- 
nize that in addition to the differences 
between the species, there are also varia- 
tions within the species themselves. 
Thus, although Engelmann Spruce 
usually grows in seven western states 
and provinces, North Idaho is the opti- 
mum or most favorable location. In 
other words, North Idaho is about half- 
way between the southernmost and north- 
ernmost limits of the range of the 
species. Because any species of wood de- 
velops its best characteristics under 
optimum growth conditions, it naturally 
follows that the finest Engelmann Spruce 
grows in North Idaho! 


YOU, AS A RETAILER, are concerned 
with this, because you want your cus- 
tomers to have the best. And that’s why 
we want to give you the facts about 
*North Idaho Engelmann Spruce. It has 
mechanical properties and texture equal 
to Ponderosa pine. It is light in weight 
and tough—pound for pound *North 
Idaho Engelmann Spruce is from 10% 
to 20% stronger than Ponderosa. 


YOU, AS A RETAILER, know that the 
supply of selects of other species of 
wood decreases every year—but did you 
know that the forests of North Idaho 
can supply *North Idaho Engelmann 





Spruce selects for many years to come? 
(Selects are few in western white spruce, 
for example, because tree limbs don’t 
drop off fast enough!) 


YOU, AS A RETAILER, get assurance 
of steady supply when you stock *North 
Idaho Engelmann Spruce for your cus- 
tomers. Unlike air-dried spruce, it is not 
a seasonal product. Every stick of 
*North Idaho Engelmann Spruce is Kiln- 
Dried. It is in steady production the year 
around. 


THE BIG DIFFERENCE between 
*North Idaho Engelmann Spruce and 
other spruce is primarily one of a na- 
turally better wood, and superior mill- 
ing, kiln-drying and planing practices 

. practices developed in our plants by 
men who take pride in manufacturing 
a quality product. We’re insistent on 
uniform drying ... and that doesn’t 
mean charging a kiln with lumber cut 
from logs of varying degrees of moisture 
content and hoping that it will come out 
ready for planing and shipping. *North 
Idaho Engelmann Spruce is steamed be- 
fore the drying cycle begins, and if that 
doesn’t produce uniformity, lumber is 
pulled from the dry chain and returned to 
the kilns! 


ANY WAY YOU LOOK AT IT, *North 
Idaho Engelmann Spruce is a good wood 
with a wide variety of uses. Our prod- 
uct is even suited for fine interior finish- 
ing and cabinet work. 


*NORTH IDAHO ENGELMANN SPRUCE is the name chosen by Pack River Sales 
Co. to differentiate a really fine wood from inferior products. Always insist on it by 
name to make sure you’re getting the best. It is ALWAYS available from Pack River 


Sales Co. 


Ad aes Mia 


Managing Sales For 


Pack River Lumber Co. 
Sandpoint, Ida. 


Northwest Timber Co. — Gibbs, Ida. 


Thompson Falls Lumber Co. 
Thompson Falls, Mont. 


SALES CO. 


Spokane, Wash. 


Teletype — Sp. 105 


P.O. Box 64 Tel. Madison 0121 
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It Can Happen in Your Town! 


Here is Another Attack on Free Private Enterprise Which Should Be Promptly 


Scotched 


Some time ago the town council of Green River, 
Wyo., passed an ordinance making it a misde- 
meanor, subject to a fine of $100 and 30 days in 
jail, for any solicitors, peddlers, hawkers, itin- 
erant merchants and transient vendors of mer- 
chandise to attempt to sell “goods, wares or 
merchandise” in a private residence without pre- 
vious invitation. As an isolated incident, not a 
great deal of attention was paid to it until Alex- 
andria, La., passed a similar law which was 
finally carried to the U. S. Supreme Court. 

The Supreme Court recently held that a mu- 
nicipal government had the right to pass such 
an ordinance, and since then there has been a 
rush of such proposed legislation. 

The direct selling industry is putting up a 
magnificent fight against these ordinances and 
its story is well told by Mr. Glenn Fouche else- 
where in this issue.* 

A dealer’s first reaction might be that such 
legislation “serves them right’”—that direct sell- 
ers who have high pressured door-to-door sales 
and committed many kinds of tricky and un- 
ethical acts, have it coming. 

There is no question but that there have been 
abuses in door-to-door canvassing, but they may 
be cured, as Mr. Fouche points out, without cut- 
ting off the foot to cure the bunion. 

Lumber and building products merchants whose 
sales of home improvements generally require site 
inspection of the property should vigorously re- 
sist such ordinances. They should recognize this 
movement for what it is—another attack on the 
free enterprise system—a part of the campaign 
against business profits, advertising and creative 
selling. The next thing they will try to stop will 
be sending out unsolicited mailings—and then 
uninvited calls on stores and offices! 

Door-to-door selling goes to the grass roots of 
the American economy—the peddler from farm 
to farm, home to home, and store to store, 
launched our industrial expansion. It was creative 
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selling personified. It is American to the core! 

Now that our production greatly exceeds our 
needs, creative selling is more necessary than 
ever, and when our greatly increased productive 
capacity is diverted from defense materials to 
civilian goods, we will have need for all the cre- 
ative selling power we possess. The American 
home and farm owner should welcome the ethical 
door-to-door canvasser. He increases freedom of 
choice for the family, and freedom of choice is 
the essence of a free market. 

Everyone is both a producer and a consumer—a 
seller as well as a buyer—of goods and services. 
We cannot expect to sell unless we are willing to 
buy. Buying and selling has always been a two- 
way street and it always will be, unless we do 
away with free enterprise. Direct consumer sell- 
ing accounts for as much as 10% of retail sales 
and the proportion of bad practitioners is com- 
paratively small. The retail industry should 
police itself. ' 

We learned through prohibition that you can- 
not legislate borderline morals and ethics. Let’s 
expose unethical and shyster practices by doing 
a constructive job of home-to-home and farm-to- 
farm selling. 

AMERICAN LUMBERMAN is planning a series of 
stories on how lumber companies with “outside” 
salesmen are meeting the challenge of the fly-by- 
night itinerant peddler. Meanwhile it is gratify- 
ing to note that retail merchant associations in 
towns where “Green River” ordinances are being 
proposed are in the vanguard of local factors 
opposing passage. 

It is hoped that when some misguided local 
politicians try to put over such an ordinance lum- 
ber and building products merchants who have 
an important stake in this type of free enterprise 
will be among the first to enlist in resisting this 
new restriction on creative selling. 


Pe ie a Art Hood 
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AT GRAND OPENING all guests reg- 
istered for valuable prizes. 





“PAT” RANDALL and oldest employe 
announce grand opening. 


WELCOME 70 OUR 
oOTN HOUSE 





MODERN NEW SHOW ROOM has supplanted old office. There is heavy home 
owner traffic past store by nearby factory workers. 


EXPERT PLANNING has resulted in quality housing development: Individual 


houses are well built—pleasing lot layouts and street plans enhance value. 


How Dealer Runs Practical Housing Development 


Wayne Lumber Company finds company sponsored home build- 


ing program is outlet for materials. 
for maintenance materials. 


Wayne Lumber company in 
Niles, Michigan, has completed 
a new store which reflects a 
steady growth. And this 
growth, in turn, has been helped 
by a company developed hous- 
ing project which is ten years 
old, and which in the past three 
or four years has become a 
steady, year round source of 
business. 

Although the new store is not 
located on a main street it does 
catch a large amount of traffic 
going to and from work in 
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nearby factories—representing 
the kind of people who are in- 
terested both in the remodeling 
and repair of their homes and 
also in the size and kind of new 
home which typifies the com- 
pany’s housing project. 

The store layout is the result 
of much planning coupled with 
the help of an architect. It 
shows. an excellent understand- 
ing of what makes displays ef- 
fective in a retail store. 

The front door is so arranged 
that the customer entering first 


It also brings other customers into new store 


sees a general view of a series 
of major displays—such things 
as corner cabinets, kitchen cab- 
inets and doors. Then between 
the door and the service coun- 
ter he passes between island 
counters which feature numer- 
ous pickup items along the line 
of rulers and other building 
aids. 

If he has to wait his turn for 
service, he still finds other in- 
teresting displays at his elbow. 
These cover paint, paint acces- 
sories and tools. 
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STORE FEATURES WORKING DISPLAYS of national 
brand kitchen cabinets and kitchen appliances. Appliances 


tie into housing development. 





SPECIALIZED CEMENT and carpenter crews move from 
house to house. Other expert crews finish homes. Such 
specialization cuts costs. 


In addition to the actual dis- 
plays, the walls of the main 
room and the offices are fin- 
ished in beautiful examples of 
hardwood veneer paneling. 

An especially effective color 
display (see photo) is made up 
of three foot square panels 
which are finished with the lat- 
est pastel colors and mounted 
on one wall. 


Housing Development is 
Highly Successful 


The company’s Oak Manor 
housing project was_ started 
both as a service to the com- 
munity in providing much 
needed homes and to supply a 
steady market for materials. 
150 homes are already occu- 
pied, 41 are under construction, 
and there is room for another 
250 houses. 

While there are only two or 
three basic interior plans, the 
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panels on wall. 


ager. 


MANY IMPULSE 





ITEMS are displayed on islands be- 
tween front door and service counter. Notice large color 





RALPH RANDALL stands in front of project home. His 
mother is company president. Dick Miller is store man- 





AERIAL VIEW shows housing project that has provided steady market for 


materials for Wayne Lumber Company. Project has also helped bring many 


consumer customers to new display store. 


placement of windows, entrance 
doors and dormers, and the va- 
rious exterior finishes, all make 
for a wide variety of appear- 
ances. 


The company has compiete 
control of the project, but sub- 
contracts various phases of the 
building on a fixed fee basis. 

(continued on page 86) 
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TILE AND GLASS BRICK were used to dress up the 
exterior of the Hunt Sales Co. building. Neon signs in the 
window highlight the major departments. 


ment equally. 
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New Fixtures Step Up Sales 


Giant display panels built by Texas dealer 
departmentalize major building materials; each item, 
price-marked and identified, saves selling time, in- 


creases volume. 


Store remodeling by itself is 
not enough. It takes more than 
a nice-looking sales establish- 
ment to produce sales. 

The Hunts, father and two 
sons who share in the owner- 
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ship and management of the 
firm, realized this when they 
set about remodeling their store 
in Ysleta, Tex., on the Interna- 
tional Boundary below El Paso. 

In an effort to increase their 
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CHIEF EXECUTIVES of the Hunt Sales Co. are M. L. 
Hunt, senior partner, center, and his two sons, J. L. Hunt, 
left, and J. K. Hunt. 





They share ownership and manage- 


NEW STORE LAYOUT permits free 
flow of consumer traffic. The display 
panels are at the rear of the store. 


sales volume and at the same 
time reduce their selling time 
per customer, the Hunts de- 
vised the nine display panels 
illustrated on these pages. 

“Nothing we have done has 
created so much customer in- 
terest,” says J. K. Hunt. 

Attractive samples of all 
types of building materials, 
each one identified, described 
and priced are mounted on 
these panels. Each one was built 
in the same cornice trim and 
standards as the main fixtures. 

The background color of the 
main store fixtures is soft 
ivory; the background of the 
display panels is yellow. The 
Hunts discovered that this 
bright, but soft clear yellow 
made the display samples stand 
out more clearly than any other 
color. Structural details regard- 
ing these panels may be se- 
cured by writing to J. K. Hunt 
Sales Co., P. O. Drawer G., 
Ysleta, Tex. 
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INTERIOR STORE VIEW reveals the variety of merchan- 
dise stocked by the Hunt Sales Co. Above the fixtures 
and running 60 feet the length of the store are 12 color 
panels. The ceiling is done in sunlight yellow and the 
other walls in coral rose and April green. The nine giant 
display panels of building materials are in the rear of the 
store. 
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COMPLETE LINES of metal products, building boards 
and plywood are seen on this giant panel. The metal 
products display includes samples of one and two-inch 
poultry netting; stucco mesh, rib and diamond metal 
lath; door casing, case screed, corner beads and all 
meshes of hardware cloth. Below are wood and concrete 
block foundation louvers; bronze, galvanized and plastic 
screen wire; all sizes of bronze weatherstrip and linoleum 
binding. Then comes all sizes of common, finish, casing, 
roofing, lath and special size nails. Below, left, are differ- 
ent sizes of reinforcing steel bars, angle iron and chain 
of all types. Also in this section are samples of 6x6 and 
10x10 highway mesh, copper tubing and galvanized pipe; 
smooth and flat iron, rope and bolts. Various types of 
building boards are seen in the center section. In each 
case a brass name plate shows the size of the material, 
packing, cost and availability. The plywood-masonite sec- 
tion on the right contains 51 different samples including 
24 panels of. hardwood plywoods in several thicknesses, 
each with a short description and price listing. 


LARGE PLAN LIBRARY is available for building pros- 
pects, also a table with comfortable chairs, located right 
under the light fixture department and near the attractive 
plumbing area. 


BuILDING Propucts MERCHANDISER 


ALL CASH SALES are handled at this one desk in the 
front area of the store. Mrs. Stella Osborn and Mrs. 
Eleanor Read are always on duty to greet customers and 
ring up cash sales. 





ey 


tidy 


TOOLS AND BUILDERS HARDWARE SECTION features 
nationally-advertised lines. Door displays show small tools 
with stocks located behind these doors. Below the doors, 
in glass bins, are such items as star drills, twine, casters, 
cable clamps, etc. 
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FENCING DISPLAY includes six 
types of fencing and four different 
types of posts. Since this picture was 
taken, Hunt’s has added several types 
of wood pickets and accessory items 
in this field. Top extreme left is a 
six-foot section of steel post. Next 
come structural fir, cedar and red- 
wood posts. Below these, left to right, 
are mesh wire; double loop orna- 
mental lawn fence; single loop or- 
namental lawn fence; white picket 
fence; field fence and hog wire. Just 
above the four wire samples on the shelf. The 


office manager; 


HUNT PERSONNEL, left to right, first row: E. A. Arroyos, clerk; B. A. Lopez, 
yard foreman; Carmen Villela, clerk; Mary Lou Apodaca, assistant office clerk; 
Mrs. Stella Osborn and Mrs. Eleanor Read, bookkeeper-cashiers; Jack L. Hunt, 
second row: Enrique Parades, driver; C. Morales, yardman; 
Pilo Morales, driver; Ramon Vega, yard man; Ruby Olguin, clerk; J. K. Hunt, 
store manager, and M. L. Hunt, senior partner. 


TILE AND GLASS are featured in 
this display. The shelves to the left 
show samples of cinder blocks, clay 
roofing products; 
models of fireplaces, roofing and in- 
sulation are displayed on the top 
samples’ include 


sewer pipe and 


wall 


right, you will see mounted 2-point, 
4-point, pony barbed wire and 12% 
gauge barbless wire. Cards show 
prices, weights, heights and other 
pertinent information about sample 
items. 


samples of asphalt tile cemented to 
brass panels and carrying the color 
number and price. The glass samples 
measure 5x7 and include single and 
double strength glass, clear plate and 
mirrors, all priced per square foot. 





- SIDING FLOORING - PANELING J ROOFING PRODUCTS 


ATTRACTIVE SAMPLES of molding, siding, flooring, 
paneling and roofing products are shown in this section. 
THE MOLDING DISPLAY at the left includes 12-inch 
samples of the 35 different types of moldings carried in 
stock. To the right of each piece is a card showing the 
molding number, size and price per foot. VARIOUS PAT- 
TERNS OF SIDING, each properly identified, are shown 
in the upper right of the first section. THE FLOORING 
AND PANELING display in the center section shows all 
types, grades and characteristics of the particular grade 
of species shown. THE DISPLAY OF ROOFING PROD- 
UCTS starts with eight samples of roofing shingles. At 
the right are samples of corrugated aluminum roofing, 
corrugated iron roofing, ridge roll in three types and 
aluminum drip strip. This section also includes various 
samples of roofing, roofing felt and building papers, each 
clearly marked and priced. 
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APPLIANCE AND HEATING DEPARTMENT features 
only brand-name lines. Air conditioners, floor furnaces 
and water heaters are shown in this area. The firm 
handles both heavy and light appliances. 
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“HERE’S THE HOME 
WE WANT 
TO BUILD,’ ” 
















Looking for a way to 
sign up more home 
prospects? 













LIVING ROOM 
20 0x16" 


BEDROOM§ BEDROOM 
goxiol"| iwvoxdo" 
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Here it is! The 
second edition of 
"Homes For Liv- 
ing" is just off the 
press. It has al- 
ready proven itself 
to be a spectacular 
producer of home 
building contracts. 
“Homes For Liv- 
ing,’ volume 2, has 
helped thousands of 
people decide on a 


home and build! 




























“Homes For Living," Was Specially Planned 
To Increase Your Home Building Business! 


You Get a Bonus of Nationwide 
Publicity! 

The largest news feature syndicate in the na- 
tion published a full page story about ‘Homes 
For Living," volume |. This reached approxi- 
mately ten million newspaper readers. This 
November, the same syndicate plans to use 


Your prospects are shown large pictures and 1. 
floor plans of 30 of the latest home designs, 
all created by Samuel Paul, nationally promi- 
nent architect. Every problem facing the home 
planner is thoroughly explained. Each home 
has been construction-tested and proven com- 
petitively successful. Your prospects will find 
the home they want because there's a style 


and size for every family and every income 
bracket. 


More importantly, “Homes For Living" makes 
prospects for you, and urges them to go to 


three full pages describing volume two of 
"Homes For Living." Most important, these 
full page features will urge home prospects to 
consult local lumber dealers when they want to 

























build! 


you for guidance and assistance. Here's how: 





2. Home Prospects Are Made Lumber- 
Dealer Conscious: 


"Your lumber dealer is the solid oak around 
which your community has grown. He can do 
more than any other single firm or institution to 1 Bill us for 
bring your dream house to reality." (quoted + ....... copies - Homes For Living, Vol. 2- $....... 


1 

| Architectural Plan Service, Inc. 
from p. 36) . No. 

1 

I 

! 

! 

! 


89-51 164th St., Jamaica 3, N. Y. 
Gentlemen: 


C] Send C.O.D. 


Please the following: 


‘'. wee bn a Go problem to you, ee ee copies - Homes For Living, Vol. | - $....... 
every p He business to your lumber dealer . . . 

He will give you valuable guidance." (p. 44) 
"Feel free to consult your lumber dealer on 
all of these matters." (p. 86) 


You'll get more home building contracts with "Homes 
For Living" in the hands of your prospects. So order 
your supply of Volume 2 now. Our special service 
gets blueprints airmailed to you within six hours. The | 
time saving coupon is provided for your convenience. | 

' 


No. 

($1.00 retail, 50c in quantities of 10 or more 
to dealers) 

(— Surprint our firm name and address on 
cover (Free if ordering 100 or more, 
otherwise $5.00) 


Name and Title of Individual Ordering 


Firm Name 





Feel free, however, to use your own order form. 
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BY GLENN FOUCHE 
The Stayform Company, Chicago, Ill. 


Just last month, I had an un- 
usual and very disturbing ex- 
perience. I attended a meeting 
of the City Council of a certain 
Illinois city. The experience 
would not have been unusual, 
except for the topic under dis- 
cussion. They were considering, 
of all things, an ordinance to 
make it illegal for a salesman to 
call on his prospects in their 
homes. 

This is not an unusual occur- 
rence, nowadays. In nearly 200 
cities right here in this country, 
similar ordinances are being 
considered. 


What Proponents Say 


The proponents of this vicious 
type of legislation, regulation 
and regimentation, would have 
us believe that the housewives 
of our land are crying out for 
relief from the scores of sales- 
men who constantly ring their 
doorbells and ask them to buy 
washing machines, vacuum 
sweepers, refrigerators and fur- 
niture and automobiles, attic 
fans and hair dryers. 

Yes, in hundreds of cities to- 
day throughout our land, there 
are those who would still the 
voice of the salesman who seeks 
his buyer where he can be found 
and offers him the services he 
needs with terms he can afford 
to pay—and there are cities in 
this fair land of ours who have 
yielded to this line of thought 
and enacted ordinances, making 
it illegal for a salesman to call 
on a prospect in his or her home, 
without a previous appointment 
or invitation. 

To add fury to the fight, just 
the other day, the Supreme 
Court of the United States ruled 
that a municipality was within 
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Must Protect Outside Salesmen’s 


Freedom to Sell 


Some municipalities are enacting legislation 
that would prohibit free movement of house-to-house 
salesmen — including yours. 


the scope of its authority to en- 
act such an ordinance as far as 
Federal constitutional law is 
concerned. 

In America, as nowhere else 
in the world, the salesman reigns 
supreme. He keeps the goods 
moving—which keeps the fac- 
tories running. (There are no 
salesmen in Russia.) Salesmen 
today are not peddlers. They 
are the advance agents of mod- 
ern civilization. 


“Green River Ordinance ” 


Back in the early 1930s, the 
city fathers in a dusty little Wy- 
oming town of Green River at- 
tempted to erect just such a wall 
through the passage of a local 
ordinance. This ordinance has 
since become known as _ the 
“Green River Ordinance.” 

Under the guise of protection 
against a nuisance, it restricts 
the sale and distribution of 
goods by direct-to-home meth- 
ods. In doing this, it strikes at 
the very roots of the traditional 
American system of free trade 
and enterprise. Carried to its 
logical conclusion, the result 
can only be a slow strangulation 
of trade development. 

The Green River-type ordi- 
nance forbids selling directly to 
homes unless salesmen receive 
specific invitations from house- 
holders to call upon them. This 
restriction will effectively pre- 
vent all direct sellers from con- 
ducting their legitimate business 
in your town. 

What happens when such an 
ordinance is enacted in your 
community? Who is actually 
hurt? Is this a desirable law? 
Or is it insidious and dangerous 
legislation, harmful to the com- 
munity itself and to the whole 
scheme of American life? 


Ordinance Does Widespread 
Damage 


It is my belief that most re- 
sponsible citizens and conscien- 
tious public officials are not fully 
aware of the inherent dangers 
in this ordinance or other simi- 


lar ordinances to restrict home 
selling. 

This ordinance will hurt 
every sincere and respected citi- 
zen of your community who re- 
lies on direct selling for his or 
her livelihood. It will — hurt 
every local business firm and in- 
dustrial concern that depends, 
either directly or indirectly, on 
home solicitations. The harsh 
and drastic cure is far more 
serious than any abuse that may 
occur. 

The salesman’s earnings are 
in direct ratio to his own ability 
and his own efforts. In many 
instances, he will be selling the 
goods or services of one of your 
own local business houses. 
Where he sells for a national 
firm, he operates just like any 
other retail er—retaining his 
profit and sending out of town 
only the money to pay for his 
supplies. He has every right to ° 
expect fair and just treatment 
from his local officials. . 

A surprising number of busi- 
ness houses in your town would 
be deeply affected by such an 
ordinance. Some of them use 
direct selling methods for a 
major portion of their business. 
Some of them rely on canvassing 
to obtain new customers and to 
form contacts with new resi- 
dents. Some use direct selling 
to introduce a new product or 
new service. 

Will these reputable local con- 
cerns want to operate outside 
the law? Yet, this ordinance 
cannot be written to affect only 
“outsiders.” It is as applicable to 
reputable concerns, both local 
and national, who use direct sell- 
ing methods, as to those very 
few who commit the abuses 
complained about. 


Salesmen Can Police 
Themselves 


Over the years, abuses in 
direct selling have been largely 
eliminated as the self-regulatory 
codes set up by direct selling 
associations have become effec- 

(continued on page 86) 
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TWN Lael iba: 


is the Door to Sell 






Hollow 
Core 
Flush 
Door 


Birch 
Luan 
Cativo 
Paint Grade 


IT’S QUALITY-MADE 
IT’S GUARANTEED 
IT’S TRADEMARKED 


Nothing is overlooked which will add to the excellence of 
— Flush Doors — or the satisfaction they give cus- 
omers. 


Stiles are glued up with hardwood edges — and are of edge- 
grain lumber, double assurance against warpage. Stiles and 
rails are extra wide for extra strength and rigidity. 5-ply “one- 
operation" water resistant glueing is further assurance of ex- 
treme flatness and warp resistance. Air circulation vent top 
and bottom is designed to equal- 
» ize moisture content throughout 
the door. Lock blocks on both 
edges. Faces are belt-sanded 
for easy finishing. 


Send for Folder 


See the complete Hamp- 
tonite line. Read the qual- 
ity specifications and the 
Hamptonite guarantee. 
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CORPORATION 


HAMPTON, S. C. 
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DECORATIVE PLASTIC WALLBOARD 





EASY TO LOOK AT 

Available in 30 different colors and patterns, designed 
by top-flight decorators to blend and harmonize with 
any color scheme. Doesn’t chip, crack, or discolor. 


EASY TO CARE FOR 

Arborite is unaffected by moisture, grease, oil, mild 
acids, alcohol and alkalies . . . is cigarette-proof. 
Wipes clean with a damp cloth. 


EASY TO INSTALL 

Builder size panels 4’ x 8’ and 2’ 6” x 8’ go up fast 
...are easily cut for wall and counter top installa- 
tions, on the job. Expensive shop prefabrication and 
fitting are unnecessary. Time, trouble, and money 


are saved. 












Arborite is a MELAMINE-sur- 
faced plastic laminate, fits all 
standard Ye-inch mouldings. © 
It is ideal for kitchen counters, 
for walls and ceilings in bath- 

rooms and kitchens . . . for new 





WHOLESALERS: Attractive territories still open. 
Write or wire for full particulars. 


J. A. DAVIES & COMPANY 


314 Straight Avenue, S.W., Grand Rapids 3, Michigan 
Sales Representative of 
THE ARBORITE COMPANY LIMITED, MONTREAL, CANADA 
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POINTERS 











STORAGE SECTION for double-glazed glass in warehouse of Rutland Lumber 
Co., Albany, N. Y. Robert Rutland, right, and helper hold a glass unit upright 


on single track roller truck. 


Solves Storage Problem for Double Glazed Windows 





HARDBOARD ROLLERS, like the one 
shown here, are used between the floor 
dividers, so that each section of glass 
can be easily rolled in and out of its 
compartment. 


One of the most difficult items to 
store is double-glazed glass. This 
problem has been solved at the Rut- 
land Lumber Co., Albany, N. Y., 
with the construction of a special 
department in the warehouse for 
storing these glass sections in up- 
right divisions. 

Fourteen-inch 


strips of hard- 


52 


Se ee 


danakes 


i 
* ©¢@eeewns! 





r = eo od 


CLOSEUP OF STORAGE SECTION 
showing how hardboard dividers are 
used to keep glass sections separate. 


board dividers are used to keep 
each glass window separate. The 
compartments are six feet six 
inches deep. Hardboard rollers are 
used between each section every 18 
inches or so, making it relatively 
easy for one man to slide each 
panel out. 

A three-wheel truck was built 
specifically with a slotted section 
just the width of a double-glazed 
window unit so that the sections 
may easily be transferred to the 
millwork department or truck. The 
three castors should be of equal 
length. 
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Public Relations 


Here’s a sign at Waukon Lumber 
Company, Waukon, Iowa, which 
works two ways. First, it reminds 
customers that the yard will glad- 
ly get carpenters and other drafts- 
men to do repair and remodeling 
jobs. Second, when the craftsmen 
know the yard is sending jobs their 
way, they, in turn, will bring ma- 
terial customers to the yard. 

Even though a yard doesn’t sup- 
ply a package complete with labor, 
there is much a manager can do 
to help customers get remodeling 
jobs done easier. 








MOBILE ISLAND features fencing at 
Central Hardware, St. Louis. 


Steel Goods Display 


Steel goods, especially posts and 
fencing of all types, are displayed 
to advantage by Central Hardware, 
St. Louis Mo. 

The island shown here, which is 
mounted on four casters, has dis- 
plays mounted on both sides and 
steel gates on the two ends. Each 
item is identified and price-marked. 
Shopping for fencing can be done 
with a minimum of time and effort 
at Central Hardware. 
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H. G. L@RRACK, SR., founder of the 
Lumber & Builders Supply Co., dis- 
cusses the home-building uses of cedar 
with Sim Bruce Edwards, home de- 
signer, left. 





GEORGE BACON, in charge of stick- 
ers at Lumber & Builders Supply Co., 
Solana Beach, Calif., prepares to 
process some of the firm’s specialty 
woods. 


Does Big Job in 
Custom-Molded Lumber 


Lumber sales account for 75% 
of the total volume of Lumber & 
Builders Supply Co., Solana Beach, 
Calif. The specialty of this small- 
town line yard located 20 miles 
north of San Diego, is custom- 
molded lumber, specifically cedar 
and redwood. 

Their custom-molded lumber ac- 
counts for about one-third of this 
firm’s total lumber sales. Contract- 
ors and builders of fine homes in 
the San Diego area travel over to 
Solana Beach for choice cedar and 
redwood lumber used for paneling 
and open beams. Two stickers are 
kept busy turning out these spe- 
cialty items. 
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VSLETA, TEX 
RTICULOS de FERRETERIA 





Dealer Tells Sales Story in Spanish 


Billboards with selling messages 
in Spanish and English are used to 
stimulate business by the Hunt 
Sales Co., Ysleta, Tex., located near 


the Mexican-U. S. border. Turn to 
page 46 for pictures and article on 
product display boards developed by 
this concern. 





Home Pictures Provide Good 


Visual sales tools are important. 
They will help the customer con- 
vince himself that the product he 
is seeing is the one he needs. The 
dealer who uses pictures of new 
homes and remodeling jobs in his 
store, in his newspaper advertising 
and elsewhere, has added a good 
tool to his sales kit. 

Allen Turpin of the Turpin Lum- 
ber & Supply Co., Monroe, La., 
uses large professional photographs 


Sales Tool 


of completed homes he has supplied 
as a potent sales tool. The photo- 
graphs are attractively mounted 
and set on individual easels on 
either side of a table across which 
home plans are discussed between 
customers and a representative of 
the Turpin firm. 

Good plan books are available on 
the table, but the photographs of 
the finished homes provide the 
most powerful silent sales tool. 
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Building a Stairway to the “Stars’”’ 





The six previous points in this 
series were discussed in preceding is- 
sues of American Lumberman. 








VII INTESTINES 


It is no mere chance that in 
the vernacular and folk-lore of 
our people we describe the man 
of courage, self reliance, self 
confidence, stamina and endur- 
ance as a man with “Guts.” 

The center of human energy 
is in the solar plexus—the area 
of the intestines. Intestinal for- 
titude is the universal charac- 
teristic of the leader—the su- 
perior performer. It is char- 
acterized by a capacity for sus- 
tained effort—even in the face 
of frustration, hardship and 
defeat. He is “able to take it’ 
which simply means refusing 
to stay beaten. 

It is forcing oneself to do the 
difficult thing—call on the 
tough prospect. It is refusal to 
“pass the buck.” It is wanting 
to get the job done so badly 
that nothing else matters. 

The man of intestinal forti- 
tude brings to his work a 
mighty heart and a fighting 
spirit. He is habitually de- 
cisive; he is courteous in the 
face of discourtesy; he knows 
that next to a charming per- 
sonality, courtesy is the most 
important single factor in a 
sale—ahead of even enthusiasm 
and product knowledge, neces- 
sary as they are; he has his 
temper under control; he pre- 
fers the persuasive way to re- 
solve a conflict; he knows the 
difficult sale takes a little time, 
the “impossible” one a little 
longer; he has patience, te- 
nacity, stick-to-it-iveness and 
persistence. 

Calvin Coolidge said in this 
connection, “Nothing in the 
world can take the place of 
persistence. Talent will not; 
nothing is more common than 
unsuccessful men with talent. 
Genius will not; unrewarded 
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genius is almost a _ proverb. 
Education will not; the world 
is full of educated derelects. 
Persistence and determination 
alone are omnipotent.” 

Our man of “guts” believes 
in luck but knows that lady 
favors the hardest worker. He 
knows that there is a second 
wind in selling as in sports— 
that most records are broken 
by an inch, a point, a stroke or 
a split second or the last sales 
call! 

The story is told of the sales- 
man eager to see a “tough” 
buyer who finally fought his 
way past the secretafial guard 
at the end of a grueling day. 
“So you’re a salesman,” says 
the “big” man. “Do you know 
that my assistants have thrown 
out 13 salesmen already to- 
day?” “Yes, I know,” said the 
man with intestines, “I’m 
them.” 

The man of intestinal forti- 
tude will capitalize on his mis- 
takes and seldom make the 
same mistake twice; he carries 
in his mind a check list of the 
reasons men lose sales and 
checks his planned presenta- 
tion against this list. Here is 
such a checklist which should 
be supplemented with items pe- 
culiar to the individual’s sell- 
ing job: 

Lack of preparation. 

I won an argument but lost a 
sale. 


Discourtesy. 
Neglect of the “Yes, but.” 


Failed to dissolve objections. 

Didn’t tell the benefits. 

Didn’t find out enough about 
the prospect. 

Tried short cuts—didn’t tell 
the whole story. 

Gave the customer a chance 
to put off buying. 

I talked too much—didn’t 
listen enough. 

I failed to prove the benefits. 

Failed to demonstrate the 
benefits. 

Didn’t uncover the real rea- 
son for not buying. 

Failed to sell myself and the 
company. 

I let price defeat me. 

Competition did a better sell- 
ing job. 

Didn’t personalize the sale. 

Didn’t stick to the prospect’s 
interests. 


By ARTHUR A. HOOD 


Editor American Lumberman 
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I made it easy for him to turn 
me down. 

Failed to make a new friend. 

The outstanding character- 
istics of the man with intestinal 
fortitude is his purposefulness, 
He knows where he is going, he 
is on his way, and he will per- 
mit nothing to divert him from 
his purpose. 


Here are 11 ways and means. 


to develop and use more in- 
testinal fortitude: 

1—Don’t be afraid to stick 
your neck out. Very few success- 
ful executives want “yes” men 
around them. Speak up and 
speak out! 

2—Be liberal with your ideas. 
If you can’t sell them today give 
them to someone who can. 
Make room for more ideas. Here 
is a secret of creativity—hoard- 
ed ideas freeze creative ability! 

3—Remove all traces of re- 
sentment and self pity. Substi- 
tute for anger an _ insatiable 
curiosity as to why the situation 
developed that made you so 
angry and then try to do some- 
thing constructive about the 
basic cause. 

4—Live adventurously — at 
your most extended point! The 
full use of your energy has the 
tendency to bring the most and 
the best out of rest and recrea- 
tion periods. Strive to keep 
physically fit. 

5—Be your own _ severest 
critic but have the self con- 
fidence that you can establish 
corrective measures. Don’t be 
an alibier to yourself or any- 
one. Demand more of yourself 
than others do. 

6—Try for a close at least 
four times after the average 
salesman would give up. Each 
time you do this you diminish 
your competition until at the 
fourth try it is practically non- 
existent. Remember the two 
secret resistances that seldom 
come to light in the average 
lost sale: (1) The fear that 
someone would not approve the 
buyers’ action. (2) The tendency 
to put buying off until a later 
time. Be sure you have coped 
with these on your final close. 

7—Save money and see that 
your savings make money. It 
takes guts to save today. Frank- 
lin said “If you know how to 
spend less than you get you have 
the philosopher’s stone.” 
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g8—Make it a life rule always 
to deliver a little more than you 
are paid for—there is no surer 
recipe for advancement. 

9—Capitalize on your basic 
drives—self preservation, sex, 
hunger for appreciation and 
recognition, craving to excel, the 
urge for material rewards, for 
growth and fulfillment. Put 
them all to work under construc- 
tive control. 

10—Know your weaknesses 
and fight them. All of us have 
some habits that detract from 
successful living. It requires in- 
testinal fortitude to deliberately 
get out to change them. If you 
are to achieve the goal you have 
set up for the next year or the 
next five years or the next 15 
years, you must work out an im- 
proved habit pattern. Everyone 
has both constructive habits and 
habits that need changing. You 
might analyze the following list 
to determine whether you have 
the right habits under each 
heading or whether they need 
changing: 

Want habits 

Association habits 

Thinking habits 

Buying and selling habits 

Pleasure habits 


Time habits 

Expression habits 

You might check those that 
you wish to change. Here are 
nine rules for changing habits: 

1—Get rid of the fear that 
you can’t change. 

2—Clearly picture yourself 
expressing the new habit! Write 
it out. 

3—Launch the new habit with 
as strong a determination and 
incentive as possible. 

4—Let others in on the pic- 
ture. Shout it to the house tops! 
Give your wife a written copy. 

5—Maintain an unbroken ad- 
vance. Don’t backslide. 

6—Follow through and prac- 
tice at every opportunity. Each 
time makes the next time easier. 

7—Act and express it regard- 
less of how you feel. 

8—Do it better and more con- 
fidently each time it is repeated. 

9—Keep a progress ledger 
(results). 

10—It is easy to set down 
these rules for changing habits, 
but it is more difficult to apply 
the rules as you will find out, 
but if you will keep trying, im- 
provement is inevitable. 

11—Control your fears. Fear 
is another characteristic that 


we have in common with ani- 
mals. It is undoubtedly a con- 
structive force (if properly con- 
trolled) in this dangerous world 
because it makes us take steps 
for self protection. When it hits 
us suddenly, blood flows rapidly 
to the solar plexus—adrenolin 
flows to the blood stream, our 
muscles get taut and our mind 
is alerted. Nature teaches us to 
overcome danger, and we banish 
fear in the process. 

In day-by-day living and in 
selling, our fears are usually 
concerned with what others may 
do to us and what “fate” may 
have in store for us—fear of the 
buyer, fear of competition, fear 
of failure or defeat, fear of 
“what people will think,” fear 
of bad luck. Indulgence in fear is 
the refutation of all the soul 
stuff that makes you a man. In- 
telligence, courage, initiative, in- 
dustriousness, ingenuity — all 
these help you look fear in the 
eye and spit in his face. 

Just one more quality remains 
to secure the complete “in” side 
of superior living and that is 
Integrity. 

The concluding article in this se- 
ries will appear in the November 3 
issue of American Lumberman. 
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1945 
115% over ‘43 


What feeds him? YOUR ORDERS-thanks a million! 
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AMONG THE DEALERS 





Virginia Association Moves into New Offices 


BEAUTIFUL NEW HEADQUARTERS of the Virginia Build- 
ing Material Association in Richmond. The occasion shown here 
is a meeting of the executive committee in the new air-conditioned 
reception room at the office. Secretary Harris Mitchell announced 
an increase in revenue. The committee voted the purchase of 
$1,500 worth of additional office equipment; planned the associa- 
tion’s 26th annual convention for the Roanoke Hotel, Roanoke, 
Va., Feb. 13-15, 1952; voted to invest $400 in a G.I. acreage con- 
servation competition of Virginia Forests, Inc. 

Seated, left to right, L. R. O’Hara, president; Maurice F. Large, 
vice president; Ernest L. Whitehurst, immediate past president; S. 
Lester Burrough and Forrest E. Paulett, past presidents; Forrest 
G. Brice, vice president and Craige Ruffin, treasurer. Standing is 


Secretary Harris Mitchell. 





Dallas Invites Hoo-Hoo 


Dallas is after the interna- 
tional Hoo-Hoo convention in 
1953. John Darnell, president of 
the Dallas Hoo-Hoo Club, is 
heading the drive to bring the 
convention to Dallas. Denver 
will be host to the convention 
in 1952. 


Management Clinic 


A Management Clinic for 
building material dealers of the 
southeastern* states will be held 
Nov. 27-Dec. 1 on the University 
of Tennessee campus in Knox- 
ville. 

Sponsored jointly by the Ten- 
nessee Building Material Asso- 
ciation and the U-T Division of 
University Extension, the five- 
day clinic will deal with various 
phases of business ‘administra- 
tion, marketing, and personnel, 
as they apply to the manage- 
ment of building material con- 
cerns, 
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Experts from the field will 
conduct the clinic in cooperation 
with staff members from the 
U-T Department of Industrial 
Management. 

Robert O. Brownlee, TBMA 
secretary-manager, said dealers 
attending the clinic will study 
latest techniques in dealing with 
such administrative factors as 
costs, inventory, credits and col- 
lections, records, financing, in- 
surance, and laws and regula- 
tions. 

Under marketing, the dealers 
will go into such problems as 
establishing or improving mar- 
keting facilities, analyzing po- 
tential customers, and setting up 
effective sales promotion pro- 
grams. Personnel functions to 
be discussed include different 
aspects of recruiting, training, 
and compensation. 


*No actual geographic restric- 
tions. 


Next Year's Convention 


Dates 

BMEA has announced the 
following list of convention lo- 
cations and dates for 1952. Al. 
though there are possibilities 
of changes, most dates are defj- 
nite. Corrections will be made 


_in these columns as they may 


occur. 


January 14, 15, 16—Kentucky Retail 
Lumber Dealers Assn., Brown Hotel, 
Louisville, Ky. 

January 15, 16, 17 — Northwestern 
Lumbermen’s Assn., Minneapolis, Au- 


_ ditorium, Minneapolis. 


January 23, 24, 25 — Southwestern 
Lumbermen’s Assn., Municipal Audi- 
torium, Kansas City, Mo. 

January 20, week of —Ohio Retail 
Lumbermen’s Assn., Cleveland Audi- 
torium, Cleveland, Ohio. 

January 21, 22, 23—Western Retail 
Lumbermen’s Assn., Olympic Hotel, 
Seattle, Wash. 

January 28, 29, 30—Northeastern Re- 
tail Lumbermen’s Assn., Hotel Stat- 
ler, New York City. 

January 29, 30, 31—Wisconsin Retail 
Lumbermen’s Assn., Municipal Audi- 
torium, Milwaukee, Wis. 

February 5, 6, 7—Michigan Retail 
Lumber Dealers’ Assn., Civic Audi- 
torium, Grand Rapids, Mich. 
February 6, 7, 8— Middle Atlantic 
Lumbermen’s Assn., Chalfonte-Had- 
don Hall, Atlantic City, N. J. 
February 6, 7, 8— Mountain States 
Lumber Dealer’s Assn., Shirley-Savoy 
Hotel, Denver, Colo. 

February 6, 7—Lumber Dealers Asso- 
ciation of Western Pennsylvania, Wm. 
Penn Hotel, Pittsburgh, Pa. 
February 12, 13, 14—Illinois Lumber 
& Material Dealers Assn., Sherman 
Hotel, Chicago, IIl. 

February 13, 14, 15—Virginia Build- 
ing Material Assn., Richmond or Roa- 
noke. 

February 17, 18—Mississippi Retail 
Lumber Dealers’ Assn., Buena Vista 
Hotel, Biloxi, Miss. 

February 24, week of—Intermountain 
Lumber Dealers’ Assn., indefinite. 
February 26, 27, 28—Indiana Lumber 
& Builders’ Supply Assn., Murat 
Temple, Indianapolis, Ind. 

February 27, 28, 29—Nebraska Lum- 
ber Merchants Assn., City Auditorium, 
Omaha. 

March 11, 12—North Dakota Retail 
Lumbermen’s Assn., Fargo or Bis- 
marck, N. D. 

March 12, 13, 14—Iowa Retail Lum- 
bermen’s Assn., Iowa Exhibit Bldg., 
Des Moines. 

March 18, 19, 20—Carolina Lumber & 
Building Supply Assn. 
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New Down Payment 


Here’s a handy table to post for ready refer- 
ence. Put it where prospects can study it. 


Financing has been one of the 
big brakes on housing in recent 
months. The eased requirements 
represented on these charts 
should make new houses easier 
to sell in your area. 


pects find the requirements more 
than they can handle. Show 
prospects how the reduction of 
the total cost of a house from 
one price bracket to the next 
will help them meet the down- 





WESTERN WHOLESALERS 
ASSURE YOU 
















However, even now some pros- payment requirement. 


"PLUS SERVICE" 


| Their daily contacts with many mill sources 
| long the coast keep them abreast of the 
| production and shipping situation. Their in- 
| timate knowledge of each mill's specialties, 

resources and manufacturing facilities enables 





MINIMUM DOWNPAYMENTS 
















































FHA & Conventional Loans VA Loans : 
Value or Price Percent of Dollar Percent of Dollar a a doa beng-op ” for _— 7 
Per Family Unit Value Amount Price Amount | = advantage of this “Plus Service.” Con- 
5.000 10.0% $ 500 4.0% $ 200 sult your Western Wholesalers today. Let 
$ 6.000 10.0 600 40 240 | them demonstrate how well they can serve 
7,000 10.0 700 4.0 280 | you on your next requirements. 
8,000 15.0 1,200 6.0 480 
9,000 15.0 1,350 6.0 540 ALEXANDER LUMBER CO. 
10,000 15.0 1,500 6.0 600 435 Securities Bldg., Seattle 1, Wash. 
11,000 20.0 2,200 8.0 880 | RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
12.000 20.0 2.400 8.0 960 | Specializing in Western Red Cedar Siding ‘ 
13,000 23.1 3,000 13.8 1,790 | Telephone MUTUAL 2606 TWX SE 532 
14,000 4H a i? 2,620 | WALES LUMBER COMPANY 
bot is 5000 oe 7500 OLD NATIONAL BANK BUILDING 
17,000 34.1 5,800 29.1 4,950 SPOKANE = = + WASHINGTON : 
18,000 36.7 6,600 31.7 5,700 ur 3ist Year 
19,000 38.9 7,400 33.9 6,450 | . 
20,000 41.0 8,200 36.0 7,200 | a 
21,000 43.3 9,100 ye — | >. Jf y 
22,000 45.5 10,000 40.5 ( | al ; a 
23,000 47.4 — re 12750 | 664 Market St., San Francisco 4, Cal. r) 
24,000 49.2 Gm 44, 6 
24500 50.0 12/250 45.0 1025 | MAUK SEATTLE LUMBER COMPANY 
25,000 50.0 12,500 45.0 11,250 SEATTLE, WASH. - 
| WESTERN LUMBER MERCHANTS - 
ae Eastern Office ¢€ Warehouse: 
| THD C. A. MAUK LBR. CO., TOLEDO, O. 
MAXIMUM MORTGAGE LOANS _ Joseph A. Adair Lumber Co. 
FHA & Conventional Loans VA Loans | 520 S. W. Sixth Aven 
Value or Price Percent of Dollar Percent of Dollar | shew” aud 
Per Family Unit Value Amount Price Amount | Portland 4, Oregon 
$ 5,000 90.0% $ 4,500 96.0% $ 4,800 | 
6,000 90.0 5,400 96.0 5,760 | Carl E. Lumber Co., Inc. 
7,000 90.0 6, , 1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
8,000 85.0 6,800 94.0 7,520 PINE SPECI ALISTS 
9,000 85.0 7,650 94.0 8,460 etate 6088 
10,000 85.0 8,500 94.0 9,400 | peomed Riverside 4335 
11,000 80.0 8,800 92.0 10,120 | 
12/000 80.0 9,600 92.0 11,040 | CURTIS LUMBER COMPANY 
= 2 fo 8. eee 
14,000 74. , j 
15,000 72.0 10,800 77.0 11,550 | Telephone: AT 6591 Teletype: PD572 
16,000 68.8 11,000 73.8 11,800 
17,000 65.9 11,200 70.9 12,050 | Duncan Lumber Co., Inc. 
yee ae yr at ye | 818 Securities Bldg., Seattle 1, Wash. 
20,000 59.0 11,800 64.0 12'800 | Specializing in Fir Gutter, all sizes and patterns. 
21,000 . 56.7 11,900 61.7 12,950 
22,000 54.5 12,000 59.5 13,100 
23,000 52.6 12,100 57.6 13,250 
24,000 50.8 12,200 55.8 13,400 
24,500 50.0 12,250 55.0 13,475 YEON BLDG., PORTLAND, ORE. 
25,000 50.0 12,500 55.0 13,750 


August 31, 1951. 


NOTE: Dollar amounts may vary slightly from amounts derived by use of 


percentages due to rounding. 
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Pacific National Lumber Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
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MODEL LUMBER CO. OF TACOMA, WASH., uses interior 
store display of bathroom fixtures with tile-board covered 
wall sections to promote these related products. 





| 


TO ATTRACT NEW CUSTOMERS, a window display fea- 
tures installation and walls faced with tile board. Sink 
and cabinet at right are priced separately. 


Tile Board and Fixtures Team for Greater Sales 


Actual bathroom installations prove good 
business-builder for Model Lumber Co., help customer 


visualize. 


Related selling to new home 
builders and remodeling cus- 
tomers always increases profits 
when done intelligently and ag- 
gressively. And relating tile 
board with bathroom fixtures 
is a sales natural, according to 
Morris Kleiner, manager of the 
enterprising Model Lumber 
Company, Tacoma, Wash. 

Kleiner uses two strikingly 
effective displays to sell both 
types of products, as well as to 
do an educational job for pros- 
pects, so far as color combina- 
tions are concerned. One dis- 
play features a shower, tub and 
basin installation in a display 
window where it can readily be 
seen by pedestrians and motor- 
ists alike. The kitchen sink and 


cabinet installation included at 
the right of this display has 
each unit priced separately for 
customers who want to order 
only a part of the installation. 

The other display is built 
around a tub, toilet and basin, 
and is set up in a good traffic 
spot in the firm’s main display 
room. Here a large readable 
sign gives the price of the pack- 
age. 

Both installations feature 
tile board in attractive color 
combinations. Manager Kleiner 
believes that this merchandis- 
ing overcomes the objections of 
some customers to color combi- 
nations normally assumed to 
clash. Since the tile board is 
finished in soft colors, combi- 


nations can be used which 
would not be suitable in deeper 
tones. But customers must see 
the installed effect to be con- 
vinced of its suitability. 

A further advantage of these 
two “live” displays is that they 
show the correct method of in- 
stallation for the tile board, a 
feature especially appreciated 
by customers who do their own 
installation. The firm esti- 
mates that about 25 percent of 
its customers are in that cate- 
gory. For the rest, the job of 
installation is done by a plumb- 
er with whom the firm has a 
working agreement. 

This type of installation dis- 
play, Manager Kleiner feels, 
sells both the package and the 
separate unit, as well as giving 
ample opportunity for “im- 
pulse” buying when a customer 
visits the store for some other 
merchandise. 
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SINCE 
1895 


Manufacturers of Highest 
Quality Forest Products 


<4 J. NEILS LUMBER COMPANY 


IDAHO WHITE PINE * PONDEROSA PINE 
ENGELMANN SPRUCE * LARCH * DOUGLAS FIR 


MILLS: Libby, Montana and Klickitat, Washington 


SALES OFFICES: Minneapolis, Minnesota; Chicage, 
Ilinois; New York City, W. ¥. 
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What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge ot what other 
dealers are doing by taking this quiz. 

Rate yourself 10 points for each 
correct answer. 100-90% — excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—Why are Wayne Lumber 
Company’s contractors able to 
build houses without consulting 
blueprints? 


2—What advertiser features the 
“sift of a life time, a natural 
for Christmas giving?” 


38—What is a good way to store 
double-glazed window glass? 


4—What manufacturer has a 
“corner bead for every need?” 


5—What plywood concern is 
offering a special 10-panel 
“install-it-yourself” package of 
finished Philippine mahogany 
for October and November? 


6—If you need new wood knobs 
and pulls for drawers, closets, 
cupboards, ete., what manufac- 
turer advertises their avail- 
ability ? 


7—What eastern paint company 
is now ready to equip dealers to 
become “color counseling” head- 
quarters? 


8—“Get into the news and into 
the money” with what impor- 
tant building product? 


9—What manufacturer adver- 
tises that his product “sells on 
sight?” 


10—What’s an “udder” product 
now named after Elmer? 
Answers on page 86. 


BuILpDING Propucts MERCHANDISER 

































UN 


nll 


Amazing New 


ail Mott 





NEW COLORFUL DIS- 
PLAY makes sales on the 
spot! More merchandising 
helps available including 
folders, yay yo ads, 
mats, etc., to help you cash 
in with Keystone! 





FRAMELESS TENSION SCREENS 


It’s a MONEY-MAKER for you—this 
revolutionary new KEYSTONE Aluminum 
Frameless Tension Screen! Cash in on 
today’s great market—thousands of homes 
with double-hung windows need full 
length window screens. Keystone is the 
answer—a low cost, top-quality, new type 
of screen that appeals to your customers 
.-.and sells fast! 

You sell the COMPLETE screen, 
available in standard and special sizes. 
The user gives you width and height 
measurements and he can install complete 
unit in a few minutes. Sells on sight with 
these advantages: adjustable sill bar for 
tight fit on uneven windows, five strand 
selvage, easily replaced screening, low first 
cost and low upkeep, neat appearance. 








Protits for You! 
SEND : 


a2 ot, (ote lt 0 tor a6 


KEYSTONE WIRE CLOTH CO. 
Dept. H-14, Hanover, Penna. 


Without obligation, send me complete de- 
tails, prices and discounts on NEW. profit- 
making Keystone Frameless Tension Screens. 


CeCe HEHEHE HEHE EHS EEE EEE E EE EE EE 


COOPER HEE HEHE EEE EEE 


LOW COST— 
LOW UPKEEP / 
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MERCHANDISING CLINIC 


Big 15¢ Worth 


The current issue of the Saturday 
Evening Post is spread out beside our 
typewriter. It is imposing to say the 
least ...a bright and shining example 
of the peak to which the publication 
of modern magazines has risen. There 
are 175 pages in the “book” which 
sells for 15c on the news stand and for 
considerably less to regular subscrib- 
ers ... four short stories, a novelette, 
seven articles, two serials and a num- 
ber of special features. In no other 
nation in the world can so much in- 
teresting information and worthwhile 
entertainment be purchased for so few 
pennies. 


.. - Too bad we have reached 
the point where we take so 
many of our modern miracles 
for granted. 


Remember the 
"Youth's Companion"? 


In our boyhood. days we could 
hardly wait for the weekly arrival of 
the Youth’s Companion. Reading a 
continued story in those days was a 
great adventure. Invariably as you 
came to a hair-raising part of the 
episode you were left to sweat it out 
for another week. The suspense was 
terrifiic and there was much specula- 
tion as to the outcome. It was a lot of 
fun, as you well remember if you were 
fortunate enough to live on a farm 
close enough to town so that you got 
the publication each week except pos- 
sibly in the winter or spring when the 
roads often would be so bad nobody 
eould get through. Then later in the 
spring there would be an interruption 
while planting was going on, and 
sometimes in the fall threshing would 
cut in on the weekly schedule. Usu- 
ally some of the neighbors would 
bring out the mail if none of your 
own family was going to town. 


. . . Advertising in those days 
was an undeveloped merchan- 
dising power. 


"Power" Is the Word for It 


Whether you call it “force,” 
“power,” “influence” or by any other 
name, the fact remains that modern 
advertising plays a highly important 
part in shaping our thinking and in 
gaining our acceptance of products, 
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services and ideas. It may seem like 
an overstatement but the fact re- 
mains that it directly or indirectly 
affects the buying decisions of prac- 
tically every consumer whether he 
realizes it or not. Its potency is no 
longer questioned or challenged. 


. .. It would not be possible to 
maintain our high level of pro- 
duction without advertising. 


"'The Best in the Book'' 


But let’s get a bit more specific. 
What are we driving at? Simply this. 
Take the Saturday Evening Post we 
mentioned in a previous paragraph. 
Remember the 175 pages? Interesting 
is the fact that 75 of the 143 ads in 
this particular issue were full pages 
and the majority were in color. Prac- 
tically all remaining ads were half 
pages. Few were smaller. Best part 
of the whole business is that they were 
so attractive and interesting, they 
were able to compete favorably with 
the reading matter in the balance of 
the magazine. This was no mean 
achievement since the stories and ar- 
ticles were from the pens of well- 
known writers. 


. . - Never was there a time 
when American industry pro- 
duced so many things and the 
consuming public had as much 
money to spend. 


The Big Race 


Once upon a time you regarded the 
other lumber yards in your area as 
your chief competitors. Today you are 
in a mad race for the consumer’s dol- 
lar with everbody who has anything 
to sell. Your job is to induce the ulti- 
mate consumer to invest in building 
materials which in turn will earn him 
additional profits to say nothng about 
increased comfort and convenience 
... the best buy of all. 


. . - Nothing else has greater 
appeal than building materials 
when the advertising story is 
properly told. 


We Point with Pride 


When we thumbed through the 75 
full-page ads in the aforesaid Satur- 
day Evening Post we were pleased no 
end to find that two of them featured 
building materials sold exclusively 
through lumber dealers. One was the 


story told by the Douglas Fir Plywood 
Association. The other pertained to 
a well-known house insulation. It fea- 
tured the fuel savings which accrue 
to home owners who use it to reduce 
heating costs and achieve year round 
comfort. 


... No need for building mate- 
rials to take a back seat. 


Good Reading 


We may be a bit prejudiced on the 
subject but it seems to us the time 
is coming when the building material 
industry as a whole will have to move 
in on the ultimate consumer and make 
the most of the great story it has to 
tell. We must not overlook the obvi- 
ous fact that there are just so many 
consumer dollars. True there are more 
of them today than ever before but 
there still are not enough to enable 
consumers to buy everything they 
need or would like to own. Hence, the 
big battle . . . not with the other lum- 
ber yard down the street but with all 
industries with anything to sell. 


. . - How to save never had 
greater appeal than today. 


Sales Points Galore 


The Douglas Fir Plywood ad makes 
maximum use of “more jobs—and 
better buildings . . . economy, rugged 
stamina, split-proof, puncture-proof, 
shatter-proof, doesn’t dent, won’t cor- 
rode, easy application, speedier work 
for professional and amateur, endur- 
ing charm, less maintenance . . . fits 
a thousand uses.” 


. . - “See your local lumber 
dealer” creates an opportunity 
and a responsibility. Tie-ins are 
profitable. 


This Is the Time 
to Sell "Savings" 


The insulation ad is equally effec- 
tive since it plays up several highly 
important factors in the existence of 
every family—“low cost, cut fuel bills 
as much as 40%, comfort all year 
’round, easily and quickly applied, rot 
proof, vermin proof, fireproof.” 

It is the kind of a story that will 
command the attention of millions of 
readers. “You can get it here” deter- 
mines the effectiveness of the pro- 
gram for the local lumber dealer and 
his customers. 
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Keep your inventory down and your profits up—with the 
Artcraft door line. Why tie up capital in stock when 
we can give you three days’ service on L.C.L. shipments? 


Water Proof Exterior 
Bireh Flush Doors 








dried Sugar Pine—stiles 134 wide, rails 3’ wide. Lock 
blocks 3” x 30” both sides. Face is grade “A” water 
resisting Ye’ plywood, bonded to core and frame with 
high test waterproof glue. Smooth sanded both sides for 
natural or paint finish. Glazing—double strength Pitts- 





burgh glass with waterproof putty. Shipping weight per 
Artcraft Flush Doors—manufactured in the furniture cap- door approximately 65 Ibs. All doors are well packed 
ital of America by skilled craftsmen—are the last word on L.C.L. shipments. Investigate Artcraft Exterior and 
in modern flush door construction—the result of years Interior Flush Doors today! Send for price list and 
of flush door experience. Semi-solid core. Frame of kiln descriptive folder. 


MICHIG AN DO ° Ro oO. 


_ Exterior and Interior Flush Doors 


330 FRANKLIN ST., S.W., GRAND RAPIDS 9, MICH. 















O-A is known for quality 


Old-growth logs like this mean quality in the lumber products that 
flow from the great, modern Oregon-American plant. It will pay you 
to put your next requirements in Kiln Dried West Coast Upland Hem- 
lock and old-growth Douglas Fir up to Oregon-American. 

i, Straight or Mixed Cars to suit your needs. Try some of our high quality 


\ KILN DRIED WEST COAST UPLAND HEMLOCK 


Flooring, Dimension, Boards, Ladder Stock, etc. 


Oregon-American Lumber Corp. 
VERNONIA, OREGON 
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Philippine Mahogany Paneling 

Philippine mahogany paneling is 
now available to American home 
owners in the form of a handy 
install - it - yourself “package.”’ The 





package contains 10 panels of 
beautifully veneered genuine pre- 
finished Philippine mahogany 
Plankweld together with “invisible” 
steel clips for easy installation, 
enough for the average living room 
wall. The package is offered as a 
“special” for October and Novem- 
ber. Plankweld panels are guaran- 
teed “for the life of your home.” 
They are carefully rubbed, waxed 
and finished at the factory. Cut in 
lengths to fit most ceiling heights, 
the panels are neatly grooved so 
each panel fits into the next to form 
a continuous wall. This overcomes 
the often tricky problem of fitting. 
The panels can also be attached 
directly to old plaster walls without 
expensive carpentry. For less than 
the cost of drapes, the company 
asserts, “any home owner who can 
saw a board or drive a nail” can 
install luxurious paneling. 

Plankweld, in the special install- 
it-yourself package, is also available 
at slightly higher cost in oak, 
knotty pine and birch. Write 
United States Plywood Corpora- 
tion, Dept. AL, 55 W. 44th St., New 
York 18, N. Y. 














New Sashless Window 


An “all-glass” window now 
manufactured in the heart of Cali- 
fornia’s Redwood Region, consists 
of a redwood frame and no hard- 
ware, except an ingenious pull- 
latch which locks the window 
closed or part open. Metal short- 
ages can have very little effect on 
its manufacture. The very simple 
construction places it in the low- 
est price level, according to the 
manufacturer, Ernest Pierson 
Company. The “Pierson 20-20 
Window” was designed by a Cali- 
fornia home builder who, after five 
years and some 3000 installations 
in California’s wet northern belt, 
has started manufacturing the 
window. It comes in seven fabri- 
cated redwood pieces, ready to nail 





DARGAN c/cve? LUMBER 











at the South’s most modern plant—Dargan 


Lumber Mfg. Co. 


We welcome your inquiries for listings, prices 
Write Box 406-C. 


DARGAN LUMBER MFG. CO. ae 


Gang Mill — Dry Kilns — Planing Mill 
CONWAY, SOUTH CAROLINA 


and descriptive literature. 


FINISH » CEILING 


FLOORING 
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Pine logs are unloaded by a 40-ton, 115 foot 
derrick for conversion into “Superior” lumber 


- SIDING * BOARDS as |" l4\ ng 


MOULDINGS » 


gissiag i 


RESAWN BOX & CRATING . STOCK 
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together right into the wall fram- 
ing, and eliminates sashes, putty 
and weights. It comes in one size, 
forthe present, 4’-0” x 3’-0”. Two 
anes of glass are used, with one 
of them sliding . . . standard size, 
96” x 36”, 3%” crystal, to be ob- 
tained from any glazier (not in- 
cluded with fabricated window). 
Glass panes lift out for cleaning. 
The knockdown pieces are packed 
in a metal-taper bundle, for easy 
shipping and storage. Detailed 
literature is available Write 
Ernest Pierson Co., Dept. AL, 4100 
Broadway, Eureka, Calif. 


Elmer's Glue-All 


Elmer’s Glue-All is the new name 
which The Borden Company’s 
Chemical Division has selected for 
its polyvinyl resin household glue. 
It formerly was called Cascorez. 
This is the first time that Elmer 
the Bull’s name has been given to 
any specific Borden product. One 
reason for the name change, ac- 
cording to the product’s sales man- 
ager, Robert C. Hamblen, is that 
“Glue-All” is more descriptive — 
the glue is used for a wide range 
of applications. But almost equally 
important, he says, “the new name 
cashes in on the recognition of a 
well-known trade character, and 
therefore the product will benefit 
more from other Borden advertis- 
ing.” Pretested in retail stores, 
jars bearing the new name out- 
sold those labelled “Cascorez’”’ by 
more than two to one, Mr. Ham- 
blen declares. All jars, which come 
in 2-0z., 4-oz., and pint sizes, are 
now marked “formerly Cascorez.” 
Advantages The Borden Company 
claims for the glue are that it is 
ready to use, fast-setting, clean to 
handle and dries transparently. The 
company recommends it for all 
sorts of light-duty household appli- 
cations. Included among these are 


furniture, toys, pottery, paper and 
similar materials. Write Borden’s, 
Dept. AL-101, 350 Madison Ave., 
New York 17, N. Y. 





NEEDLE VALVE 
E— DIAPHRAGM 
LEATHER SEAL 











AIR RELEASE VENT 


Improved Air Control Device 


Newell Manufacturing Company 
has made it possible to adjust the 
Newell Door Closer perfectly. The 
needle valve control (see illustra- 
tion) enables the user to adjust the 
closer quickly and still have the 
necessary force needed to quietly 
shut the door completely regard- 
less of type of latch used. Write 
Newell Manufacturing Company, 
Dept. AL, Lowell, Mich. 


BuiLtpInc Propucts MERCHANDISER 














a T SALE 
. PM 15% 10 40% WITH 


PXi9 AMERICAN 
SANDER RENTALS! 
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Rent ’em and reap—that’s the way hundreds of dealers 
today are boosting profits with American Floor Sanders! 

It’s easy—because American gives you a complete plan 
for starting a sander rental business... and a complete kit 
of merchandising material. This helps you get extra profits 
rolling in the very first day—through rental fees and extra 
sales of seals, paints, brushes, abrasives, etc. 

A 12-page booklet tells all about this highly successful 
American Sander Rental Plan and shows you how it 
can make money for you. Send for it, without obligation 
... use Coupon. 


NEW JERSEY... 
$6,500 extra vol- 
ume per year 

















SOUTH DAKOTA... 


through sander 
a —~ rentals and extra 
p 7o paint sales for 


for Dunlop Wall- 


paper and Paint ee =. 
5% Watertown, Keyport, 
.D. N.J. 


© 


MISSOURI... 
Sander rentals in- 
crease paint sales 
40% for F.G. Jones 
Paint & Wallpaper 
Co., Springfield, Mo. 


FLORIDA... 
“Paint business 
up 15% because 
of sander rentals’’, 
says Flagler Paint & 
Glass Co., Miami, Fla. 


MERICAN 


FLOOR MACHINES * PORTABLE TOOLS 





The American Floor Surfacing Machine Co. 

521 So. St. Clair St., Toledo 3, Ohio 

[] Send 12-page illustrated booklet showing how to make 
money in the floor sander rental business. 

(J Send Iatest catalog on the following, without obligation: 

(] Floor Sanders CJ Floor Edgers 











! (_] Floor Maintenance Machines 

1 Name 

: Street 

i City State 
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Vikolorscope 


Vikon Tile Corporation has de- 
vised a unique colorscope to show 
384 combinations of the 29 colors 
in which Vikon steel and aluminum 





tiles are fabricated. This novel de- 
vice for which patents are pending 
is named the Vikolorscope. 

It presents a view of the kit- 
chen, which by a simple adjust- 
ment can be changed to a bathroom 
scene, in a framework of simulated 
tile. These two rooms are chosen 
because they are the ones in which 
tiles are most likely to be used. 

On the color chart appearing 
above the room scene on the Vikol- 
orscope, 29 colors are divided into 
four groups. Group numbers also 
appear on the slides carrying the 
matching tile colors. The slides are 
inserted two at a time, permitting 
demonstration of two colors against 
the actual background, in miniature, 





“Lost time is never 
FOUN AGA.” resi. oe 9 


When ye important tool lies idle 
a day for want of a part or a drop 
of oil, that day’s customers are 
disappointed men. 

—Acme Steel Notebook, 1951 


How are your newer employ- 
ees coming along? Do they 
realize how important time 
is to your business? Do they 
get all the results they should 
out of their machines? Do 


they know how to keep machines running as well and as 
steadily as they were built to run? 





1. Clean and oil every week. 


2. Check and clean gripping dogs weekly. Replace when teeth 


are worn. 


3. Detect worn punches and jaws early by checking sealed joints 
regularly. If in doubt, submit samples, identified by model and 
serial number, to Customer Service Department, Acme Steel 


Company. 


4. Keep parts list and supply of spare parts handy to make minor 
repairs. Additional parts lists supplied upon request. 
5. Ask about the Acme Steel ‘‘3-WAY SERVICE PLAN’’ for 


equipment repairs. 


Follow these suggestions. And ask your Acme Steel represent- 


For example, take any place in 
your plant where skill and knowl- 
edge pay off in greater thrift and 
increased efficiency. Let’s start 
with your shipping department. 
Here are five things everybody ought to know to keep Acme 
Steel Strapping Tools on the job: 








ative to work with you on ways to increase efficiency, elimi- 
nate waste and stretch the available supply of Steelstrap. 


Or write Dept. AL-101. 


ACME STEEL COMPANY, 2840 Archer Avenue, Chicago 8 





Spread out across the U. S. and Canada are 41 stra- 
tegically located Acme Steel service offices. See your 
telephone directory or write us for the one nearest you. 
Steel Strapping — Stitching Machines and Wire — 


Venetian Blind Slat Stock — Corrugated Fasteners — Strip Steel 
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- thread are furnished, resulting in 


of the room scene. Both slides may 
show the same color if the home. 
owners wish to see a single color 
rather than a combination. Write 
Vikon Tile Corporation, Dept. AL, 
Washington, N. J. 
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Waddell Wood Knobs and Pulls 


This line of wood knobs and pulls 
has just recently been introduced by 
the Waddell Manufacturing Co. 
They are designed for use on 
doors, cupboards, and drawers. 
They are especially suitable for the 
modern built-in closets as they can 
be finished to match the color 
scheme of the entire room, which is 
the present trend. Knobs and pulls 
are unfinished and are available in 
maple, oak, and gumwood, the sizes 
of the knobs ranging up to four 
inches in diameter, and the pulls up 
to eight inches in length. Special 
washer head screws with a coarse 


exceptional holding power. Write 


Waddell Manufacturing Company, 
Dept. AL, 1117 Taylor Ave., N.W., 
Grand Rapids 2, Mich. 





New Model Holgun Drill 


A new model of the 14-inch Hol- 
gun Drill has been redesigned with 
a new handle shaped for plenty 
of finger room. The new Holgun 
is rated for heavy-duty, continuous 
production service. Special features 
are full-sized ball bearings, heat- 
treated gears, splined gear shafts 
and smooth-contour aluminum 
housings. This heavy-duty Holgun 
is an end handle unit and is avail- 
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conception of room beauty has 





able for standard speed or low. 
speed. The Standard Speed unit 
has a no-load speed of 1700 
R.P.M. (optional 2500, 3500 or 
5000 R.P.M.) While the Low 
Speed unit has a no-load rating 
of 600 R.P.M. (1000 R.P.M. op- 
tional). Compact in design and 
weighing only 3% lbs., the new 
Holgun is especially useful in 
“elose corner” drilling and for long 
hours of continuous operation be- 
cause of its low fatigue factor. 
It is powered with a Black & 
Decker “universal” motor and is 
available for 115 volt or 220 volt 
power lines. Standard equipment 
includes 2-pole automatic-release 
trigger switch and locking pin, 3- 
wire cable and plug, 3-jaw geared 
threaded chuck and key. Write the 
Black & Decker Mfg. Co., Dept. 
H-640, Towson 4, Md. 
































Be ae 2 


& 4 





ij 
Ve Me oa Pi é 
A New Flooring Attitude 

The Maple Flooring Manufac- 
turers Association reports that as 
the popularity of maple and birch 
furniture has advanced, architects 
and decorators now suggest more 
subdued graining in hardwood 
floors as well. This has created a 
new flooring attitude. This new 


a 


tended to make floors a background 
for>the beauty of furniture and 
furnishings, rather than a separate 
decorative unit making its in- 
dividual strong bid for attention. 
An answer to floors which reflect 
quiet beauty has been found in the 
restrained grain pattern of North- 
ern Hard Maple and Birch—the 
original home floors of Colonial 
days. According to the Association, 
floors of Northern Hard Maple and 
birch mean greater smoothness, 
greater permanence, and _ easier 
cleaning. For a list of laboratory 
tested and nationally distributed 
floor finishes and descriptive lit- 
erature on Northern Hard Maple 
and Birch flooring, write Miss 
Dorothy Clarke, Dept. AL, Room 
548, 35 E. Wacker Drive, Chicago 
1, Illinois. 
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PURPOSE 


MATERIALS 


A GA 


Wherever you sell, whatever the season . . . your 
dependable profit-line is R-V-LITE. Suggest it 
for storm doors and windows, and for sunporch 
enclosures. Thousands of farm and home owners 
are installing this transparent insulating material 
in old frames or new ones. R-V-LITE’s intensive 















consumer advertising program in top magazines and 
on local radio stations, is constantly increasing the 
demand for these versatile window materials. Be 
sure that you get your share of this business. 


SCORES of USES about the FARM and HOME 


ee Poultry & Hog House Windows @ Garage 


ML ALTER 
ay AAA 


as & Barn Windows @ Attic, Basement and 
Shed Windows @ Homes under Construction 
®@ Skylights @ Partitions e Outdoor Scaffold 
Protection @ Hot & Cold Bed Frames. 


° Make Your Store HEADQUARTERS for R-V-LITE! 


USE THIS FREE 
JUMBO 


Advertising Kit! 


Sales-tested store displays that help 
you capitalize on the huge, pre- 
sold R-V-LITE market. 
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Ask your whole- 
saler for your 
kit today! 
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‘Modernize You 
New Flush 4. “ 


Sales Signs Available 


For interior store display adver- 
tising, four new sales signs are 
available from Aetna Plywood & 
Veneer Company. In the front win- 
dow of the White Lake Lumber 
Company, Montague, Mich., one of 
the signs “See Plytex—Amazing 
New Plywood Here” attracts at- 
tention from passers-by. Three 
other sales signs, 8” x 42”, are 
available from Aetna Plywood; (1) 
“Use Plywood—Wood of 1001 
Uses,” (2) “Modernize Your Home 
—Buy New Flush Doors,” and (3) 
“Buy Beautiful Baylaun Philip- 
pine Mahogany.” For dealers who 
would like to promote the sale of 
these products write for the free 
sales signs to Aetna Plywood & 
Veneer Company, Dept. AL, 1732 
N. Elston Ave., Chicago 22, IIl. 


Color 
Counseling 





Kyanize Color Counseling Plan 


The Boston Varnish Company is 
now making it possible for paint 
retailers of any size to offer a real 
color service. Under the new Ky- 
anize plan a dealer becomes a local 
“Color Counseling’ headquarters. 
A neat and colorful decaleomania 
for his door or window offers Free 
Color Counseling. For display pur- 
poses, window or interior, a large 
3-panel display in many colors 
shows actual color wheels according 
to the recognized Munsell system, 
with suggested color combinations. 
Once a customer reaches the coun- 
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ter inside the store she sees a de- 
luxe but compact counter rack tak- 
ing less than 1 foot of counter 
space with the new Kyanize Color 
Recipe File ready for inspection. 
The file contains large swatches of 
140 colors all obtained in Kyanize 
Clingcote oil-base flat or simple 
mixes. In addition, if she wants 
to take home a color sample to 
compare with draperies, rugs, etc., 
or to see under home lighting con- 
ditions, there are “Take Home” 
samples of the 140 colors in a spe- 
cial album in the same display 
unit. By using the free display 
materials, newspaper mats, etc., 
a local store can very effectively 
and inexpensively establish itself 
as a Color Counseling Headquar- 
ters. Write Boston Varnish Com- 
pany, Dept. AL, Everett Station, 
Boston 49, Mass. 





New Tileboard Pattern 


Miratile has developed and now 
offers to dealers a new Marbelized 
pattern at recognized low tileboard 
prices. This pattern is available 
in five beautiful pastel colors — 
Spring Green, Pear! Gray, Canary, 
Coral and Powder Blue. The Mar- 
belized effect is very attractive in 
soft white-tone color tinted swirls 
over a _ pastel-color background 
area. Months of research were re- 
quired to produce this pattern suc- 
cessfully. Miratile Marbelized Tile- 
board is supplied in all standard 
tileboard panel sizes, 4’ x 4’, 4’ x 6’ 
and 4’ x 8’. Special features in- 
clude the Miratile wide flare score 
line which is a realistic reproduc- 
tion of a true tile joint and meas- 
ures 1s” across. Surface of the 
tileboard is a thermalized baked-on 
plastic finish. It is extremely easy 
to clean and will not flake-off, 
crack or peel. Miratile offers a 
free merchandising kit with each 
initial order: a combination coun- 
ter and window display, newspaper 
ad mats, local newspaper publicity 
releases, color charts and folders. 
For Miratile Marbelized Tileboard 


samples write Miratile Manufae. 
turing Company Inc., Tileboarg 
Panel Division, Dept. AL, 8205 §, 
Wallace, Chicago 20, Ill. 
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New Cylindrical Lock 


The new Russwin heavy-duty cyl- 
indrical lock is designed specificaly 
for schools, hospitals, commercial, 
office and institutional buildings, 
It has a full 5%” latch bolt throw, 
seamless tubular knob shank to 
assure full torsional strength, 
double dog knob flange which de- 
velops maximum strength between 
knob and knob shank, and cylinder 
which may be reversed by the re- 
moval of one screw. Made in either 
cast or wrought knob styles and in 
a variety of finishes. Available for 
13 different functions, featuring 
the “key-nob” with ball-bearing 
cylinder, a turn button, push but- 
ton and plain knob. Write Russell & 
Erwin Division, The American 
Hardware Corporation, Dept. AL, 
New Britain, Conn. 
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Big Chief Steel Tape Rule 

It’s wider, more rigid and it’s 
more useful . . . that’s the opinion 
expressed by those who have seen 
the new Carlson Big Chief steel 
tape rule. The Big Chief features 
a %,” wide white face blade 10 feet 
long. Extra rigidity of the *%4” 
blade permits full 10-foot overhead 
extension without support for those 
long, overhead and reach-in meas- 
urements. It’s easier to read with 
the graduations in jet black mark- 
ings on a snow white surface bond- 
ed to the steel to make them rust- 
and acid-resistant. The Big Chief 
is also easier to use as it is grad- 
uated in feet and inches . . . the 
bottom edge giving inches (1” to 
120”) and the top edge calibrated 
in feet. This permits conversion 
of inches to feet at a glance. Also 
featured on the new rule is the 
patented Carlson 10-second Blade 
Change which permits _replace- 
ment of accidentally damaged 
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al, Wey 100, FIND THE ADDED ADVANTAGES 
. OF CORALUX GIVE ADDED PROFIT AND VOLUME ROBBINS 
to CORALUX, Schundler’s latest addition to their line of light- 
th weight aggregates was accepted immediately for very definite 
’ reasons. Lightweight (1/12th the weight of sand) CORALUX is ° 
Je- superior because, by means of a Schundler development, it is OM e 
en annealed. This means that the processing is carried farther than 
ler for ordinary perlite aggregates to give CORALUX more uni- 
formity in size and grade, greater strength and impact absorption, ‘ ‘ 
re- better insulation qualities and increased acoustical value ... an Paul Bunyan himself would have admired 
ler CORALUX is fire-resistant, too. Plasterers like CORALUX h h dd bili f 
in because em Boag - new a = eon tai it the toughness an urabuity o 
‘es has the workable characteristics of sand and also, RALUX is ° . 
or white, there is no dark under-color to show through, the finish Robbins hardwood floors. Strength —plus 
ng coat is applied faster, easier and goes farther. smart appearance and easy installation 
ng Conveniently packaged, there is no measuring, shoveling, sifting, , : P ‘ 
it- freezing, thawing, waste or storage problem. No wonder the —make Robbins a favorite with 
& demand for CORALUX is so great . . . no wonder dealers are so builder rervwh 
happy about the rapid turn-over and profitable sales volume of yullders everywhere. 
an this outstanding, improved perlite plaster aggregate. If you are 
L, looking for record plaster aggregate sales and want helpful 
cooperation from trained specialists, then a Schundler dealer- Robbins Strip Flooring 
ship is for you. 
“Annealing Perlite gives CORALUX its A complete line of fine hardwood flooring 
greater inherent strength. Each honey- 5 
combed, ! in i F f il; — ; oe 
pn nln Ange F Reger 2a for nailing economical and quick to 
paiacsstirecyetecnales Nagel install. Robbins Nail Groove eliminates 
Conveniently packaged 3 cu. ft.toa® ° . ‘ . 
bag. Bag weighs approx. 22Y2 Ibs. setting nails, increases laying speed. 
Equal amount of sand weighs approx. . 7 
300 Ibs. " Beveled bottom edges prevent pinching 
woe Tae Ole paper, protect hands. 
Robbins Parquet Wood Tile 
’s Distinctive, durable, ideal for homes, 
ma offices, institutions. Made from strips 
o] of standard flooring, bound by steel 
7 splines. Sound-absorbing, resilient, 
> 
” abrasion-resistant. Quick, clean 
d installation simplifies both new projects 
a < ° 
. and remodelling jobs. 
h 
{- Members Maple Flooring Manufacturers’ Association 
|- 
., ROBBINS FLOORING COMPANY 
f Reed City, Michigan e Ishpeming, Michigan 
|- & ° Write Dept. I, Reed City, Michigan for illustrated literature 
e a 
0 
n & CO., INC. 
0 JOLIET, ILLINOIS 
e LONG ISLAND CITY, N. Y. 
e 
Plaster & Concrete Aggregate, High Temp Insulation, Mica 
q Pellets, Insulating Cements, Acoustical Tile, Piastinail Box 
Car Flooring, Limestone, "Fesco" Board 
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QUICK - ECONOMICAL - COMPACT - SAFE - NEAT 


LOSS FROM DAMAGE AND PILFERAGE 





HARCO Palletized Oak Flooring comes 
in tightly bound, steel-strapped units that 
contain 750 board feet. These compact units 
— with tally of contents attached — are safe 

from pilferage en route and at your yard. In addition, loss from dam- 

age that often results from handling of individual bundles is reduced 
to an absolute minimum. 


Save time! Save labor! Buy your oak flooring the new, modern 
way — in HARCO Palletized Units. Benefit by all of these advantages: 
save handling time . . . cut labor costs . . . get more efficient utiliza- 
tion of your storage space . . . reduce loss from damage and pilferage. 


Send today for new, descriptive booklet “HARCO PALLETIZED 
FLOORING.” 


Individual bundles in Palletized Units run from 2° to 7’ inclusive. 
Longer lengths, necessary to meet NOFMA “average length” require- 
ments, are loaded in car with units. 





EACH-MAY-WILSON, INC. 
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blades at about one-half the cost 
of a new rule. The Swing Tip (pat, 
pending) allows the tip to rotate 
to one side to permit accurate in- 
side, butt-end and depth measure- 
ments. Write Carlson & Sullivan, 
Inc., Dept. AL, Monrovia, Calif. 





Ratchet Screw Drivers 


Kipton Industries is announcing 
a brand new line of Palm -Grip 
Ratchet Screw Drivers. The Palm- 
Grip is a screw driver with 3- 
position, standard %%” drive ratchet 
that can be changed with a flick 
of a finger. Palm-Grip’s special 
design is said to permit direct, 
even pressure and maximum lev- 
erage on every application. Its grip 
fits into the hand smoothly. The 
manufacturer reports that, because 
of its direct pressure, Palm-Grip 
can be used on jobs which are not 
accessible to other types of tools 
and that it greatly lessens the pos- 
sibility of screw burring. It is also 
particularly adaptable on _ jobs 
where speed is essential. Palm- 
Grip Ratchet Screw Drivers are 
available with Regular, Phillips, 
and Clutch head blades in many 
different sizes. Write Kipton In- 
dustries, Dept. AL, Norwalk, Ohio. 





Clarke Smoothie Sander 


Enthusiastic approval by dealers 
for the new counter display carton 
in which the Clarke Smoothie 
Sander is now being packaged is 
reported by the Clarke Sanding 
Machine Company. The top of the 
new package, when raised and 
folded back, forms an attractive 
cutout display card which shows 
the Smoothie Sander in use. Help- 
ful suggestions and instructions 
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are given on the sides. Pri- 
marily designed for light factory 
production work, the Smoothie 
Sander has wide application among 
cabinet makers, boat builders, home 
craftsmen, hobbyists, repairmen, 
painters, contractors, plasterers, 
etc, as well as in auto body 
and paint shops, garages, hotels, 
schools, office buildings, hospitals 
and general maintenance work. The 
Clarke Smoothie Sander is com- 
pact, powerful and easy to operate 
in horizontal, vertical and overhead 
positions. Weighing 814 lbs., it has 
a sanding surface of 41%” x 8”, and 
is powered by a special General 
Electric motor. The finish is baked 
enamel with bright nickel abrasive 
paper clamps. Steel parts are rust- 
proofed. Write Clarke Sanding Ma- 
chine Company, Dept. AL, 4610 
Clay St., Muskegon, Mich. 
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TARLAC COATINGS PROTECT 


New Protective Coating 


Coal tar pitch has been com- 
pounded by a recently developed 
process into a fast-drying protec- 
tive coating by breaking it down 
into minute molecules, then com- 
bining it with water and a stabiliz- 
ing emulsification agent to form a 
permanent suspension that can be 
brushed or sprayed. Available un- 
der the trade name “Tarlac” this 
new coating is said to retain all 
the excellent protective and adhe- 
Sive qualities of coal tar pitch, to 
be impervious to oils, greases, other 
petroleum derivatives, acids, alka- 
lis, water and condensation. It 
will not crack at low temperature 
or run at high temperature. Good 
from —56° to 200° F. Recommend- 
ed as a protective coating for con- 
crete structures, floors, masonry, 
etc., metals exposed to corrosive 
elements, mastic floors or other 
black top surfaces, wooden plat- 
forms and other wood exposed to 
the elements, also for other general 
protective purposes. “Tarlac” dries 
to a tough, enduring, flat black 





m, is completely insoluble in 


BuitpInGc Propucts MERCHANDISER 











PANE 


PR 


ELVE COLORS 
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7] vailable m g Colors, 
eS ome in solid colors, 4” x 4” si), 
we Pet ’ e veline (horizontal lines on g- 
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LARGE SHEET SIZE 


- ++ UP to 12 ft. long, reduces application 
cost... and no premium for long lengths. 





Superlite Panels are sheets of Masonite Presdwood, surfaced with a 
ez] high-gloss, durable baked-on plastic finish in twelve colors. Available in 
aes sheet sizes 4 ft. wide, and from 4 ft.up _¢ ¥, 
to 12 ft. long. Finished four ways: solid ; 
colors, tile design (4” x 4”square), Leveline 
(horizontal lines on 8” centers) and in 
“| Leatherwood (a grained leather effect), ‘EATHER- Tie EFFECT LEVELINE 
in four colors and in sheet size 4 ft. x 8 ft. Alig qvtiidis weal dain. 
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SUPERIOR WALL PRODUCTS CO. 
4401 N. American St., Philadelphia 40, Pa. 


‘for more than a decade’”’ 





water, oil or gasoline, is thinned 
when necessary with water and 
covers up to 300 sq. ft. per gal. 
For bulletin and price, write Flash- 
Stone Co., Inc., Dept. AL, 30 E. 
a St., Philadelphia 44, 
a. 
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Westminster Door Chime 


This eight-note Westminster 
door chime, Model K-40 “Sym- 
phonic,” is music to the ears of 
those irritated by the old fashioned 
door bell. It rings eight notes for 


the front door, one note for rear 
door and a different single note for 
third door. This richly designed 
chime has walnut-finish cover, 
satin-brass resonator tubes, brass 
gallery decoration, special brass al- 
loy tone bars, and selector switch 
for adjustment to four or eight- 
note chime, as desired. Radio-type 
volume control provides choice of 
loud, rich or soft, resonant tones. 
Write NuTone, Inc., Dept. AL-1, 
Cincinnati 27, Ohio. 


"Snow White" Temlok Tile 


The addition of a pure white 
shade called “Snow White” and a 
new 12” x 24” size to the line of 
Temlok Tile has been announced 
by James V. Jones, manager of 
the Lumber Dealer Products De- 
partment of the Armstrong Cork 
Company. The new shade will be 
offered on all sizes of Temlok 
Tile, except Perforated Temlok 
Tile. With this addition, two colors 
will be available—“Snow White” 
and “Light Ivory.” The 12” x 24” 
tile which has been added to the 
line is center scored to simulate 
two 12” x 12” tiles. It offers the 
advantage of speedier installation. 
Write Armstrong Cork Company, 
4710 Stevens St., Dept. AL, Lan- 
caster, Pa. 








Alsynite 


Alsynite, 
sheeting used in a variety of struc- 
tural and decorative applications, 
now is available in flat panels, pro- 
duced only by Alsynite Company 
of America, San Diego, Calif, and 


a translucent plastic 


Portsmouth, Ohio. Photo shows 
flat Alsynite’s translucent qualities, 
with the man’s hand and handker- 
chief partially showing through the 
panel. The panels are highly fire- 
resistant, and will not crack, craze, 
warp, buckle, sag, rot or mildew. 
They are unaffected by humidity, 














SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 


seep COOLEST 





























STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 
Sales. and Service in 
Principal Cities 


Ss: 





This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: 
No. 11] elevates to 7 ft. 6 ins.; No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No. AL-101. 
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WOOD KNOBS 





Sizes up to 4 inch 


A COMPLETE SELECTION OF 
WOOD KNOBS AND PULLS FOR 
DRAWERS, CLOSETS, CUPBOARDS, 


ASK YOUR JOBBER OR WRITE 


WADDELL MFG. CO. 


1117 Taylor Ave., N.W. Grand Rapids 2, Mich. 





* WOOD PULLS 





ETC. 
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Floor of Northern Hard Maple in Yakima 
Country Club, Yakima, Washington.! 
Architect: Thomas F. Hargis, Jr., Yakima. a 
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: It’s Smart to Sell 
ny 
NORTHERN 
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: eel Peiect HARD MAPLE 


y, = SPECIALIZING IN Year In aaa 


fay PONDEROSA PINE Year Out! 

Why? Because, whether the mar- 

By -D 0 UGLA S F I e pai for ultra-style or strict 
_, REDWO OD 






economy, you're set to meet the 
demand profitably with MFMA 
Northern Hard Maple. 


More and more, as planners of 


budget housing projects grow 
THIS Year aware of the economy merits of 


it’s ais MFMA Second and Third Grades 
Cor Second-and-Better, Third-and- 
Industrial and Better), they’re specifying ‘‘the 
Defense Plants finest floor that grows’’ .. . and 
* thereby doing a good turn for 
Defense Housing everyone concerned. 
° There'll be Jots and dots of 
Military Northern Hard Maple Floor laid 
Construction this year. Somebody’s going to 
° sell it — quickly, easily, profit- 
Schools and ably. Check today with your 
Institutions MFMA manufacturer, and get 


e set to meet this demand that’s 


(eo.J.Silbernadel |iieeaeanannaapaeiie 


Suite 584, Pure Oil Building, 35 E. Wacker Drive 
GENERAL OFFICE CHICAGO 1, ILLINOIS 


8 S. Michigan Ave., Chicago 3, Ill. 


Telephone RAndelph 6-054 FLOOR wit yg fHEOb HARD MAPLE 
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salt water, sunlight, heat or cold, 
and are resistant to mild acids. 
Alsynite’s ease of use is an out- 
standing feature; it is as easy to 
use as wood. It may be cut with a 
power or hand saw or shears, or 
drilled with ordinary tools. It may 
be fastened with nails, bolts, screws 
or mastic. Alsynite is made by com- 
bining resins and glass fibers under 
heat and pressure It is available 
in six standard colors. Uses of Al- 
synite are varied. It is in demand 
for daylighting of industrial struc- 
tures; for skylighting and _ side- 
lighting generally, for modern 
store and office fronts and lobby 
panels; for use in greenhouses; and 
for many decorative.and structural 
uses in residences. Write Alsynite 
Company of America, Dept. AL, 
ora DeSoto Street, San Diego, 
alif. 





Round Windows 


Here is your complete line of 
round windows from Webb Manu- 
facturing, Inc. (There are no 
square frames in the Webb line.) 
All screens are on the inside; all 
items completely Woodlife treated. 
These windows are made of clear 
sugar pine in design for any type 
of architecture. Each model is in- 
dividually cartoned for clean de- 
livery. Here are brief descriptions 
of three styles: No. 112 Round- 
vent with screen—upper sash is 
fixed, inner sash is a complete cir- 
cle with screen in upper half. This 
sash rotates on a stainless steel 
weatherstripped track for ventila- 
tion. Rough stud opening 2’2”; 
molded outside casing. No. 142—a 
threelite solid sash, can be used in 
horizontal or perpendicular posi- 
tion. No. 152—solid sash—has a 
round frame that can be beautifully 
trimmed on the inside. Other mod- 
els are also illustrated. For copy of 
this new catalog write Webb Manu- 
facturing, Inc., Dept. AL, Con- 
neaut, Ohio. 
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Eagle Rule Special 


Eagle Rule Mfg. Corporation is 


offering a 21st Anniversary Special 
—a special rule at a special price 
for a limited time only. The nat- 
ural color of this measuring rule 
lets your customers see that the 
wood is perfect with the entire 
grain visible. Graduations printed 
on the bare wood are longer lasting 
due to absorption into the wood 
fibres. The promotion will include 
a colorful red, white and blue self- 
selling display box containing 6 
rules, envelope stuffers in reply 
card form, and an attractive catalog 
page. Write Eagle Rule Mfg. Cor- 
poration, Dept. AL, 510 Hunts Point 
Avenue, New York 59, N. Y. 








New Made Pack Quer 


The new Hasko “Mobile” Flush 
Door has been announced by the 
Haskelite Manufacturing Corpora- 
tion. Its chief feature is a “flex 
core” attained by the use of press- 
ed fibre core rails, which provide 
resiliency and flexibility for an un- 
usually high degree of resistance 
to denting from heavy impacts, or 
damage from warping, to insure 
both beauty and durability. Hasko 
has put this new door through the 
customary rigorous tests that is 
given all of its doors, including 
kiln tests of as high as 48 hours 
at 170 degrees. The Hasko “Mobile” 
Flush Door’s frame is made from 
selected kiln dried lumber, and al- 
lows a generous amount of stock 
for trimming, plus sturdy 3/16” 
thick face panels. Eight-way hang- 
ing speeds installation through the 
use of large double lock-blocks. The 
new Door has the Haskelite “bal- 
anced” construction, and the warp- 
resistant, sound deadening, and 
proper ventilation features which 
are engineered into all Hasko Flush 
Doors. “Mobile” Doors are avail- 
able on a selected or unselected 
basis, suitable for stain or paint 


finishes. Face veneers are gum or 
Cativo, and other selected hard- 
woods. Write Haskelite Manufac- 


turing Corp., 


Dept. 
Rapids 2, Mich. 


AL, Grand 








AFTER AKONA 








Cement, Stucco Sealer-Paint 


Akona, a cement and stucco seal- 
er-paint, is sold with a written, 
5 year, money-back guarantee to 
provide tested water-resistance for 
outside or inside wall surfaces of 
cement block, cinder block, Haydite 
block, stucco, poured concrete or 
other porous masonry. It cannot be 
used on tile, or over whitewash 
or oil paint. Two coats of Akona, 
used as an inside treatment, have 
reportedly provided complete and 
lasting water-resistance to wet and 
dripping basement walls. In cases 
where water actually trickled 
through walls and formed pools on 
floors, two coats of Akona trans- 
formed the basements into bone- 
dry rooms which remained dry 
after heavy and repeated rainfall. 
Akona offers an economical way of 
making porous masonry water- 
resistant. It eliminates the need 
for costly, outside trench digging 
and attendant inconvenience. It is 
easy to apply. Supplied in powder 
form, only water needs to be add- 
ed; the sealer-paint is then applied 
with a stiff bristle brush. Avail- 
able in white, grey, and in eight 
pastel colors. Write The Ohio 
Akona Company, Dept. AL, 15017 
Detroit Ave., Lakewood 7, Ohio. 








eee 
Roller Top Transfer Chain 


Rex Roller-Top Transfer Chain 
No. H-78-LR, is used in parallel 
strands on green-lumber sorting 
tables. It is said to require sorters 
to exert but a minimum of effort 
when pulling lumber laterally off of 
the conveyor. This chain is de- 
signed to operate in existing No. 
H-78 chain tracks and over the 
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Ss “‘Twin-Tilt is the only hand 
r operated truck with the pat- 
x ented, labor saving auxiliary 
wan tinge tip auiet 
% > 
t 
0 
7 
BRAINS 
| Built to rigid specifica- 
{ tions, Twin-Tilt gives you 
money saving, time saving 
and product saving opera- 
tion, Palletized materials 
FLOORING pont ill ica Write Twin-Tilt for literature 
3 describing. in detail how you can 
i and you ll see! save labor costs whatever the 
7 size of your operation. 
4 
Ss 
t TWIN-TILT TRUCK CO. 
W. T. SMITB.L.UME or A. 
). CHAPMAN, ALABAMA 


e 67 YEARS OF MANUFACTURING YELLOW PINE AND HARDWOODS 
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same sprockets. It consists of a 
long-pitch roller-equipped attach- 
ment link alternating with a No. 
H-78 chain plain link. Except for 
pitch, the attachment link proper 
is a duplicate of the plain link. 
Wide shoulders on the roller-side 
of the attachment link provide sup- 
port for the return-run strand. 
This chain, like the transfer sizes 
of H-type Mill chain, is assembled 
with T-Head rivets or pins. It lends 
itself to a back or reverse flex of 
5-foot minimum radius. Write 
Chain Belt Company, Dept. AL, 
1600 W. Bruce St., Milwaukee, Wis. 





R-V Lite Enclosures 


An increasing number of home 
owners report that R-V-Lite en- 
closures, installed over entire 
porch-screen installations, preclude 
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PEN-GLAZE 
Elastic Glazing 


ECONOMICAL TO USE 
EASY TO APPLY 
LONG LASTING 
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Pen-Glaze goes on easy and 
sticks tight...speeds sash work 
and saves on compound. 


E A Trial Sample! Ask for if on 
your company letterhead! 
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3400 THEURER CT., CLEVELAND 9, OHIO 
1109: WAGNER ST., HOUSTON, TEXAS 
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the bother of taking down and re- 
placing summer screens and elimi- 
nate the screen-storage problem 
completely. In addition to protec- 
tion for their screens, many home 
owners enjoy all-winter use of 
these sunrooms which formerly 
served only during the summer 
months. R-V-Lite’s high insulating 
ability and full transparency are 
said to produce an inexpensive, liv- 
able extra room, even in sub-zero 
weather. Some home owners re- 
ported that while they did not uti- 
lize the sun porches for living 
accommodations during the cold 
weather, R-V-Lite porch enclosures 
kept the balance of the house warm- 
er. Porch ceilings and walls of 
R-V-Lite enclosed porches required 
no new paint for 3 years, as con- 
trasted to annual repainting re- 
quirements of open porches. For 
catalog, write R-V-Lite Division, 
Arvey Corporation, Dept. AL, 3462 
N. Kimball Ave., Chicago 18, IIl. 


Photo Murals 


You may have admired photo 
murals of pictorial scenes in res- 
taurants and airline waiting rooms. 
Now it is possible for you to obtain 
similar breath-taking murals made 
from photographs of your own 
choice. It is suggested that both 
lumber-manufacturing and logging 
scenes, and particularly successful 
homes for which the dealer has sup- 
plied the material and plans, will 
make apt subjects for these photo 
murals. Such wall decoration will 
help to dramatize to the dealer’s 
customers the building materials 
and home building industries. 
Scenic photos from stock are avail- 
able for use in offices and home rec- 
reation rooms. Murals of these sub- 
jects, or your own photographs, 
may be made in any size finished in 
black and white, sepia, or colors. 
For descriptive literature write 
RCS Studios, Dept. AL, 123 N. 
Wacker Drive, Chicago 6, IIl. 








SEND FOR THESE: 


Pointing out the benefits gained 
from using Fiberglas building insula- 
tions, a six-page folder is being made 
available to dealers by the Owens- 
Corning Fiberglas Corporation. Pre. 
sented in easy-to-read style and in q 
size which makes it easy to carry in 
a pocket or purse, the illustrated 
folder explains why insulation is im- 
portant, where it should be installed 
in a home and how the homeowner can 
get the most from his insulating 
materials. One page is devoted to ex- 
plaining why Fiberglas insulations 
serve as a home’s “best friend.” Illus- 
trations and information about five 
types of Fiberglas building insula- 
tions—roll blankets, batt blankets, 
utility batts, pouring wool and perim- 
eter insulation—are included on the 
folder’s back page. Write Owens- 
Corning Fiberglas Corporation, Dept. 
AL-64-12, Toledo 1, Ohio. 


The Philadelphia Story is a 28- 
page brochure, handsomely printed in 
blue and black and abundantly il- 
lustrated. It describes production 
activities of Yale & Towne and sug- 
gests applications for the company’s 
line of motorized hand lift and gas 
and electric industrial trucks, hand 
chain and electric hoists. Write Yale 
& Towne Manufacturing Company, 
Dept. AL, 11000 Roosevelt Blvd., 
Philadelphia 15, Pa. 


Barcol Overdoors and Electric Op- 
erating Equipment titles Barber-Col- 
man’s newest catalog. Designated 
1406-11, it contains a complete de- 
scription of the features of Barcol 
equipment for residential garages, 
commercial, industrial. Complete de- 
tails for application and installation 
are also included. Write Barber- 
Colmar Company, Dept. AL, Rock- 
ford, Il. 


The new approved Home Plannor 
by HomOGraf includes 100 Home 
Plans with blueprints available, also 
58 improvements for the home. The 
price of the book is $1.00. “Make It 
Yourself” details are available at 50c 
each. These include items for the home 
and yard. Write HomOGraf Co., Dept. 
AL, 11711 East Eight Mile Road, East 
Detroit, Mich. 


“How the Products of Clark Serve 
Industry” titles a new 32-page booklet 
which illustrates and briefly describes 
the products of Clark Equipment 
Company. Included are a number of 
Clark axles and transmissions for 
trucks and busses, the unique, one- 
piece forged Clark Axle Housing, 
combination axle-transmission drive 
units for farm tractors, road and 
earth moving machinery and gears 
and forgings. Also illustrated is the 
broad line of Clark industrial towing 
tractors, fork-lift trucks and attach- 
ments, powered hand trucks and stack- 
ers that put modern materials han- 
dling techniques into profitable prac- 
tice wherever they are used. Other 
information includes a complete list- 
ing of Clark’s U. S. and Canadian 
dealer organization as well as their 
’round-the-world distributor organi- 
zation. For copies write Clark Equip- 
9 Company, Dept. AL, Buchanan, 

ich, 
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Spraying by Plane 
Our Future Crop of Timber 


INSURANCE 


FOR YOUR FUTURE NEEDS OF 


@ HARDWOODS 
@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER  Kiln-dried 














The Choice of 
Architects, Builders 
relate Mm BY-Yol (-1a5 
from coast to coast 


UNEXCELLED/ 


The Complete Line of 
Nterling Sliding Door Hardware 
For Every Size and Type 
of Residential Door 
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; Quality Lumber Products - 


saw logs, with its newly modernized 
With its 130,000 acre tree-farm 
assuring a continuous supply of 
plant and mechanical handling 
facilities, Urania is better equipped 
than ever to meet your lumber and 
flooring needs. 


Mixed Cars a Specialty, 
Including Urania Hardwood Flooring. 




























The 600 Series In- ) ; 
cludes Hangers for ' 
N both %” and 1%” 


rr — — by-passing doors. 
Y Z5) DARD y FRAME / Z te . 












































Z ty Track is aluminum. 
1INCH 
HEADROOM 
N° 630 
TRACK MAY =e, ~~. 
BE PAINTED - ON 
TO MATCH *s. “278 NO 606 
WOODWORK am <3 teen 
OR COVERED we a 
WITH MOLD-4 
ING 
ALTERNATE it 
METHOD , 
No. 876 Guide Strips 
eliminate grooving bot- 
4 tom of door. Save instal- 
Qi Li lation time and. trouble. 











No. 642 No. 603 _< 
Adjustable Hanger Aluminum Track S-— 
For Single Doors For Single Doors . 


THE Sterling 800 SERIES 


ANOTHER COMPLETE ne OF HANGERS AND 
TRACK FOR — SLIDING DOORS 








No. 840 No. 845 No. 850 
For %4” Has many Fully 
Doors uses Adjustable 
No. 852 No. 860 No. 862 
For , For Pocket For — 
Heavier Doors— Heavier 
Doors Adjustable Doors 








UW/r14é loday For Catalog on Complete Line! 


STERLING HARDWARE MFG. CO. 


2345 Nelson Street, Chicago, 18, Illinois 
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The present plant of National Manufacturing Company at Sterling, Ill., with its 
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newly completed addition to facilitate greater production. 





A small group of 
employes began 
this enterprise of 
manufactur- 
ing builders’ hard- 
ware in the quar- 
ters illustrat- 
ed here. 


50 Years of Progress 


National Manufacturing Company, 
Sterling, Ill., is celebrating its 50th 


Anniversary this month. Founded 
back in October of 1901 by W. P. 
Benson, L. A. Bittorf and H. V. Bit- 
torf, the firm’s modest factory marked 
the beginning of one of the largest 
concerns devoted exclusively to the 
manufacture of builders’ hardware. 

The entire line in those days totaled 
a mere 15 products but some of these 
were designed and built with such 
foresight that they still serve the 
modern needs of today. 

National Manufacturing Co. has 
just completed the latest addition to 
its plant which will provide 350,000 
square feet of floor space. Today the 
company’s line of merchandise has 
grown to the extensive proportions of 
over 300 builders’ hardware products, 
a most generous assortment from 
which to choose. With its streamlined 
manufacturing methods now geared 
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to the fast tempo of this progressive 
age, National is in position to render 
an unusually fine service. 


Brooks-Scanlon Property 
at Foley Sold to Buckeye Corp. 


Paul Keenan, executive vice-presi- 
dent of the Brooks-Scanlon Lumber 
Company, recently announced that 
440,000 acres of pine land owned by 
the Brooks-Scanlon Company and the 
mill at Foley, near Perry, Fla., had 
been sold to the Buckeye Corporation, 
a subsidiary of the Proctor and Gam- 
ble Co. The subsidiary firm is plan- 
ning to construct a plant for the pro- 
duction of dissolving pulp from wood 
to be used as a raw material in rayon- 
plastics, film, quick-drying paints, etc. 

Owens McDonnell is vice-president 
of Brooks-Scanlon,~ Foley Division, 
and Conley Brooks, vice-president and 


assistant general manager. 

The Buckeye purchase did not in. 
clude the village area adjoining the 
mill which was acquired and will be 
operated by Lester Foley and Asso. 
ciates of Jacksonville. Mr. Foley wil] 
be associated with The Buckeye Cor. 
poration in the management of the 
timberlands. 

The purchase price of the property 
was not announced. 


Flavelle Cedar Limited, New 
Name for Thurston-Flavelle 


After nearly 40 years of operations, 
specializing in cedar siding and shin- 
gles, the firm name of Thurston-Fla- 
velle Limited, Port Moody, B. C., has 
— changed to Flavelle Cedar Lim- 
ited. 

This change of name involves no 
change in ownership or personnel of 
the company. Aird Flavelle continues 
as president; W. Guy Flavelle as vice- 
president and sales manager; W. E. 
Flavelle as treasurer, and Don John- 
ston as manager. 

It is reported the policy of special- 
izing in the manufacture of the high- 
est quality cedar siding and shingles 
will be continued without change. 

Flavelle Cedar Limited products 
will be known as, and shipped under 
the “FC” Brand. Flavelle Cedar Lim- 
ited will assume responsibility for and 
ship all unfilled orders of Thurston- 
Flavelle Limited. All outstanding pur- 
chase orders or contracts in the name 
of Thurston-Flavelle Limited will be 
honored by Flavelle Cedar Limited. 


Gasstrom-White & Co. Inc. 
New Firm 


The formation of the firm of Gass- 
trom-White & Co., Inc., as manu- 
facturers’ representatives, was an- 
nounced September 15. Offices of the 
company are located at 520 Hunts 
Point Ave., New York City. Phone 
Kilpatrick 2-5153. 

Evald Gasstrom, president of Gass- 
trom-White & Co., Inc., has been vice- 
president of the Eagle Rule Mfg. 
Corp. since 1938 in charge of sales. 
He holds a Master’s degree in Indus- 
trial Engineering from the Columbia 
University School of Engineering. 

William W. White, executive vice- 
president of Gasstrom-White & Co., 
Inc., was graduated from New York 
University specializing in retailing 
and advertising. His entire back- 
ground has been in merchandising and 
selling. 


Georgia-Pacific Plywood 
Completes New Warehouse 


Georgia-Pacific Plywood Company 
has completed a new one-story ware- 
house at Fourth Street and the Long 
Island Railroad in New Hyde Park, 
Long Island, N. Y., James L. Buckley, 
vice-president of the Eastern Divi- 
sion, announced. 

“The new warehouse, because of its 
convenient location, will go far toward 
improving the service to Georgia- 
Pacific’s many customers on Long Is- 
land, in Westchester County and in 
the southern part of Connecticut,” Mr. 
Buckley stated. 

Georgia-Pacific products to be 
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NORTHERN 
WHITE PINE 


NORWAY 





RAINY LAKE LUMBER CO. Ltd. 


2020 Chicege Title & Trust Bldg. CHICAGO 2, ILL. 


Selling the Products ef J. A. Methies, Ltd., Reiay Leke, Oat. 








3) Wood-Mosaic Co. 


Incorporated 


MANUFACTURERS 


VENEERS 
African Mahogany — Philippine Mahogany 
Canadian Birch — Canadian Maple — Oak 
Walnut — Poplar — Basswood 


HARDWOOD LUMBER 
Birch — Oak — Walnut — Maple — Mahogany 


FLOORING 
Oak — Maple — Birch 


IMPORTERS 
LUMBER AND PLYWOOD 
Teak — Japanese Oak — Japanese Birch 





PHILIPPINE MAHOGANY LUMBER AND LOGS 
Immediate shipment from large stocks—4/4 to 16/4— 
on our yards, or direct shipments from the 
Islands to any U.S.A. or Canadian Port. 








Main Office and Factories 


5000 Crittenden Drive Louisville 9, Ky. 


BRANCH PLANTS 
(F6() Huntington, W. Va. Jackson, Tenn. 











Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
charge. 


DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 


DRY LOADING DOCK—-Can Load 19 Cars 
Under Roof. Assures you quick 
Shipment Regardless of Weather. 








THERE IS NEVER A LET DOWN 
IN OUR QUALITY- 
PRECISION MANUFACTURE 


The Relph ‘. 








ANDERSON, | 


Q CALIF. 


Mills at Anderson & Canby, California 
Sales Office: Anderson, California 
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Woodstock, Ont., Canada 
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FLUSH DOOR 


j (ALL-WOOD THROUGHOUT) | 
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' If you are a building material dealer, it will be 
_ definitely to your advantage to investigate the 
_ sales possibilities of the THOMASON Flush Door 








_ in your territory. 
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WRITE TODAY FOR NAME OF 
YOUR NEAREST DISTRIBUTOR | 
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FAYETTEVILLE « NORTH CAROLINA 








stocked at the new Hyde Park ware- 
house include a complete line of ex- 
terior and interior Douglas Fir ply- 
wood from the company’s mills at 
Olympia and Bellingham, Wash., and 
Springfield, Ore., GPX plastic-faced 
plywood, and Crownply and Plysheet 
gum plywood from the Savannah, 
Ga. mill. The warehouse will also 
stock fir and hemlock panel doors 
and hardwood flush doors produced at 
Hoquiam, Wash., by Georgia-Pacific’s 
subsidiary, Acme Door Corporation. 
Stocks will be augmented by the in- 
ventories maintained at the company’s 
Port Newark, N. J. warehouse. 

Mr. Buckley also announced that 
Howard Schmidt will be on the order 
desk at New Hyde Park, with Edgar 
Hitchings and Benjamin Kipperman 
as sales representatives in Long Is- 
land and Brooklyn, respectively. 


"The Big Tree" Mailed to 5,000 
Customers of W. H. Maze Co. 


The W. H. Maze Company, Peru, 
Ill., construction materials, has just 
mailed “The Big Tree” to its 5,000 
customers. This large-size folder is 
an unusual presentation of the awe- 
inspiring age and development of the 
Sequoia Gigantea, scientific name for 
the Big Tree. Pictured in the folder 
is a cross-section of the Big Tree 
which is now on display in the office 
of the Maze company. It was cut 
from a stump in 1950 from the same 
Big Tree felled in 1935. 

The Big Tree stood 300 feet high. 
A microscopic count of the rings to- 
taled 1,425 years, placing the start 








Kinkead's New Home Office and Factory 


Pictured is an aerial view of the 
new Chicago home office and factory 
building which Kinkead Industries, 
Incorporated has erected and will 
occupy in November. Located in the 
northwest section of Chicago, at 5860 


N. Crawford Ave. (Pulaski Road), 
this one-story structure contains over 
75,000 sq. ft. of floor space. It will 
house all of Kinkead’s Chicago facil- 
ities for roll-forming and extruding 
Kintrim moldings. 





of growth in the year 510 A.D. A 
marking notes the year 1492. Not 
long ago in the life of the Big Tree. 

“It is very unique to have all 
summed up in a simple thing like a 
tree, such a lasting record. It has 
something of a thrill in it.... Man’s 
own little period is really so short.” 


Opportunity for Plant 


Development in Texas 

An opportunity exists at Browns- 
ville, Tex., for the establishment of a 
fibreboard and gypsum board plant. 
A survey by the Board of City De- 
velopment indicates several factors 





THE ECONOMICAL 
ANSWER TO BUILDERS’ 


WINDOW PROBLEMS 





construction. 


frames in your own shop. 







Sash balances for double- 
hung windows... Schools, 
hospitals and industrial, 
commercial, residential 


With Pullman Sash Balances builders can use 
prefabricated windows made without allowance 
for weight boxes or special type-balances. In- 
stallation is quick. On-the-job carpentry work a 
minimum. Thus labor costs are low. Offer pre- 
fabricated windows with genuine Pullman Bal- 
ances — or install Pullman Balances in stock 


THE BALANCE WITH 
A LIFETIME GUARANTEE 


Guaranteed against imperfect workmanship 
or materials for the lifetime of the building in 
which they are installed. 


WRITE FOR LITERATURE 






and 


at a time 
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fro Better pe 


Unload a Load 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Catalog ond Prices 


The R=B COMPANY 


Reduce Delivery Costs 
and Speed up Deliveries 


SINCE 1918 


Two Hours 





1921 Guinotte 


KANSAS CITY 1, MO. 
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SO UNDBILT 


Exterior and Interior 


DOUGLAS “FIR"PLY WOOD 





| Made Soundly to Sell Soundly 
The name, “Soundbilt”, is your assurance of quality and 


satisfaction in buying Exterior or Interior Douglas Fir 
Plywood. 


“Soundbilt” is truly SOUNDLY-BUILT Plywood — made 
from selected old-growth peeler logs, in a plant laid out 
for efficient, economical production. 


Modern equipment, skilled workers and close supervision 
assure you the best of manufacture. Available in all 
standard DFPA grades. 


Consult us on your needs today. 


PUGET SOUND PLYWOOD, Inc. 


Tacoma 2, Wash. 


UMFORM QUALITY 


fue OAK 


BRANO 


HAROWOOD 












,) PECAN 
ASH 


You are sure of quality and uniformity of CAHABA Brand 
Hardwood Flooring. It is carefully dried and precision ma- 
chined. Available in straight or mixed cars with air dried 
Yellow Pine Boards and Dimension. For prompt attention on 
your needs phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Hardwoo 
Flooring 






Members: 


Manufacturers of Band Sawn 


NORTH CAROLINA PINE 





SOUTHERN HARDWOODS 
CYPRESS 


END-MATCHED 
PINE, OAK, MAPLE and GUM. 
FLOORING 


Mixed cars 
mouldings. 
flooring. base- 
board casing, 
finish stock, 
sheatbing, 
boards. dimen- 
sion, etc 








MILEY, SOUTH CAROLINA 








ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 











Selma LD 9910 — Phones — Jackson 23761 
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et are? to ventilate sidewalls 
and prevent condensation 
and moisture blistering. 
Thenew“LD” series Midget 
Louvers are especially 
designed for inside venti- 
lation or on the outside 
where structural charac- 
teristics shield the face of 


the Louver. from the 
elements. 


All-aluminum “Midget” 

* Louvers come in 5 conveni- 
ent sizes — 1, 2", 242", 
3” and 4”: 





“MIDGET” LOUVER CO. 


NORWALK, CONNECTICUT 


6-6 WALL STREET ° 
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favorable to such a venture in the 
southeast tip of Texas city. 

First, gypsum deposits within a 
150 mile radius would provide plenty 
of raw materials. Labor, transporta- 
tion and fuel costs are cheap and the 
Lower Rio Grande Valley area, of 
which Brownsville is the largest city, 
offers a potential market. 

Brownsville, and northern Mexico 
could provide an abundance of labor 
at low wage scales. Besides having a 
deep sea port, the city is the south- 
ernmost terminus of the Intracoastal 
canal system which links it to the 
waterways’ of the Gulf, Mississippi 
and Atlantic section. 

Interested parties are requested to 
contact the Board of City Develop- 
ment, Brownsville, Tex., for further 
information. 


Weldwood Glue Contest 


A new Weldwood Glue contest of- 
fering $2,500 in prizes for Ameri- 
can Legion members was announced 
by United States Plywood Corpora- 
tion, sponsor of the contest. 

The first prize in the contest, which 
began October 1 and ends November 
10, is a check for $1,000 for the best 
letter on, “Why I like Weldwood 
Glue?” The American Legion post to 
which the winner belongs also re- 
ceives $1,000 as part of the first 
prize. 

Members of Legion Auxiliaries are 
also eligible for the 17 prizes, rang- 
ing from $1,000 to $25. 

As a special incentive during the 
period of the contest, the company is 
offering “special deals,” which include 





QUALITY LUMBER 
for 63 Years 


Winton's Sustained Yield Operation assures 
buyers today and in the future of a contin- 
uous supply of Winton Quality Lumber 
products. 


Start today. Make Winton your source for © 
quality, 0 and service. 






California Sugar Pine e 
Douglas Fir @ Red Cedar e Western White 


Ponderosa Pine e 


Spruce 


Mouldings and Cut-to-Length Window 
and Door Trim 





iy INTON LUMBER} 
, SALES CO. : 


. Foshay Tower,, Minneapolis 2, Minnesota 





AIRD FLAVELLE 
PRESIDENT 


W. GUY FLAVELLE 
VICE-PRESIDENT 


W. E. FLAVELLE 
TREASURER 


DON JOHNSTON 
MANAGER 








> FLAVELLE GEDAR LIMITED 


SUCCESSORS TO THURSTON-FLAVELLE LIMITED 


Manufacturers of 


B.C. Red Cedar Lumber 
and Shingles 


PORT MOODY, B.C., Canada 
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free goods and display racks, to all 
hardware, paint and lumber dealers 
throughout the country. 


The Fifty Year Story of 
United States Steel 


The year 1951 marks the Fiftieth 
Anniversary of United States Steg] 
Corporation. Because of. the import- 
ant part which steel has played in the 
spectacular economic growth of this 
country during the last half-century, 
the company felt that a Golden An- 
niversary book of the corporation 
would be of value and interest to a 
great many people. 

That volume has just been pub- 
lished in a limited edition under the 
title of Steel Serves the Nation—The 
Fifty Year Story of United States 
Steel. In its 228 pages, the corpora- 
tion has attempted to present a fac- 
tual summary of the principal 
achievements and services of United 
States Steel since its formation. In 
addition to telling of the advances in 
steel-making processes and products 
since 1901, the book contains chapters 
devoted to research, two World Wars, 
the human element and public re- 
lations. Write United States Steel 
Corporation, 71 Broadway, New York 
6, N. Y. 


Home Builders May 
Use Aluminum 


The interpretation of National Pro- 
duction Authority Construction Order, 


M-4-A, of August 3, 1951, has caused ° 


much confusion in the building indus- 
try, according to Edward C. Manix, 
general sales manager of Nichols 
Wire & Aluminum Co., Davenport, 
Iowa. 

“Specifically,” he said, “it should 
be made clear that M-4-A, Section 7, 
applies only to aluminum in the ‘con- 
trolled material’ forms and does not 
limit or control the use of Class ‘B’ 
Aluminum Products for industrial, 
commercial, or residential construc- 
tion. Aluminum nails, aluminum roll 
valley and flashing shingles, aluminum 
screens, aluminum doors, and many 
other aluminum items, defined as 
Class ‘B’ Products, are included, and 
new ones are being added frequently 
to the ‘Official CMP Class “B” Prod- 
uct List.’ These ‘B’ Products may be 
used in new construction, repair, 
maintenance, or replacement.” _ 

Mr. Manix declared that writers 
and builders alike have attached their 
own diverse meaning to the restric- 
tions imposed by this order. 


New AFPI Bibliography 


Persons interested in any phase of 
forestry or wood products manufac- 
ture will find the 1951-52 Bibliography 
of Forest Industry Educational Mate- 
rials worthwhile reading. The bibliog- 
raphy, published by American Forest 
Products Industries, Inc., lists book- 
lets, motion pictures, posters, film- 
strips, leaflets and other educational 
materials made available by individ- 
ual forest industries. Copies of the 
new AFPI Industry Bibliography are 
available on request. Write American 
Forest Products Industries ,Inc., 1319 
Eighteenth St. N. W., Washington 6, 
D. C. 
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Executive Staff of the 
C. D. Johnson Lumber Corp. 


Robert F. John- 
son was named 
president and 
board member of 
Cc. D. Johnson 
Lumber Corpera- 
tion by the firm’s 
board of direc- 
tors on August 
30. He succeeds 
his brother, Dean 
Johnson, who died 
with another 
brother, Ernest, in a California air 
crash on August 24. 

From 1932 to 1941, Robert Johnson 
worked in various capacities in the 
corporation’s Toledo, Oregon, mill and 
woods operations. He was appointed 
assistant general manager at Toledo 
just prior to World War II. During 
and after the war he headed Pre- 
fabricated Engineering Company 
which manufactured prefabricated 
homes for various governmental proj- 
ects, including the atomic energy 
project at Hanford, Washington. More 
recently he has engaged in the gen- 
eral contracting business as head of 
Robert F. Johnson and Associates 
with offices in Portland and Idaho 
Falls, Idaho. : 

Robert E. Flowers, Jr., has been 
appointed vice-president and sawmill 
division manager. He succeeds R. P. 
Richardson who died at the Johnson 
brothers’ funeral on August 28. L. H. 
McReynolds, associated with C. D. 
Johnson since 1924, is now vice-presi- 











R. F. Johnson 


dent in charge of allocation of ship- 
ping. 

C. D. Johnson, Jr., is the firm’s 
new secretary and treasurer, and will 
continue to function in his capacity 
of comptroller. Newly appointed to 
the C. D. Johnson board is Carl C. 
Jacoby, in charge of the corporation’s 
logging and forestry operations. He 
is a graduate of Oregon State Col- 
lege, and the holder of one of the 
first degrees ever granted by that 
institution in the field of logging 
engineering. George R. Birkelund of 
Baker Fentress & Company of Chi- 
cago fills the newly created position 
of chairman of the board of C. D. 
Johnson Lumber Corporation. 


Selck Names L. F. Landon 


Executive Vice-President 


Walter E. Selek and Co. announces 
the appointment of Louis F. Landon 
as executive vice-president. He has 
assumed the active management of 
the company as assistant to Walter 
E. Selck, president, and will co- 
ordinate all phases of the business. 

Mr. Landon brings to the position 
business experience in sales manage- 
ment, advertising, merchandising, per- 
sonnel and production, as well as 
corporate management. He has been 
president of two distributing corpo- 
rations in the hard goods fields and 
has served as divisional sales man- 
ager and national sales manager of 
three nationally recognized corpora- 
tions. 


Newman Leaves Sloane-Blabon 

Wilbur Newman recently resigned 
as vice president in charge of gales 
and director of Sloane-Blabon Corpo- 
ration. He left for Europe with Mrs, 
Newman on the Queen Mary for a 2%. 
month trip. Upon returning to the 
U. S. in December, Mr. Newman plans 
to form his own floor covering busi- 
ness. 

Mr. Newman started with W. & J, 
Sloane in 1921 and has been with the 
successor companies since that time. 
He was appointed western sales man- 
ager for Sloane-Blabon in 1939, east- 
ern sales manager in 1946, elected vice 
president in charge of sales in 1947, 
and director of the company in 1948, 


Good Cup Goes West 


At the Northern Hemlock & Hard- 
wood Manufacturers Association’s 
Convention at the Gateway Hotel, 
Land O’Lakes, September 14-15, Cory- 
don Wagner, of Tacoma, Wash., presi- 
dent of the Nat’l Lumber Mfrs. Ass’n 
took the cup which Charles E. Good, 
president of the Bay de Noquet Co. 
Nahma, Mich., gave several years 
ago. Tacoma—it was a play off. 

In previous years Herbert Shepeck 
of Escanaba, Mich., Vilas Ruhmer, 
formerly of Phelps, Wis.—now Chi- 
cago, Arvey Ahonen of Ironwood, 
Mich., Matt Wallrich of Shawano, Wis. 
have been awarded it. 

Kurt Stoehr, vice-president of the 
Bay de Noquet Co., presided at the 
session, and gave a very interesting 
speech—“Forty Seven Years.” Copies 
of the speech will be available at the 
Chicago office of the Bay de Noquet 
Co., 817 Railway Exchange, Chicago. 
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Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


PONDEROSA PINE 


High Altitude, Soft Textured Growth 





CALIFORNIA 











TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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... from BETTER MILLS 
MANUFACTURERS ¢ WHOLESALERS 


PONDEROSA PINE 
DOUGLAS FIR SPRUCE 
YELLOW PINE 
BAND MILLS KILNS PLANING MILLS 


OREGON 
NORTH CAROLINA 


J. HERBERT 
CO., INC. 


30 CHURCH ST., NEW YORK 8, N. Y. 
Phone WOrth 4-6363 










VIRGINIA 
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‘STRAIGHT CARS 
MIXED CARS 


including Lumber. 
Plywood, Doors 


G 


m THE GRISWOLD LUMBER GO. 4 


Manufacturers & Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 


Prompt 


Dependable 
Shipment 


Values 











AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber Corp. 
\ CARLTON, OREGON CARLTON, OREGON 
MILL INTERESTS: 15 Million Feet Annual Cut 45 Million Feet Annvol Cut 
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Rely on a COMPLETE 
ATTIC VENTILATOR LINE 


should a dealer tie himself to a single 


type. The Donley Line gives you six types, ; 
all strongly fabricated and screened 


against insects, all easily installed. 

1—The. Tri-Vent, least conspicuous, draws 
warm air from top of attic space. Four 
shapes fit many roof pitches. 

2—The staple, quick selling, rectangular ven- 


tilator. Economical and easy to apply. 


3—Quarter round ventilators, furnished in 
pairs to be installed where chimney div- 
ides gable end. 


Different home building operations call 





44 


J 


| a 


OZARK 


1927 = BRAND -- 195! 
OAK FLOORING 


4—Half round ventilator, imparts distinction 
to colonial type of home. 


D 
Y 


5—Horizontal rectangular ventilator. Often 
employed under eaves, where floor ar- 
rangement permits. Used for angle spaces 
back of partitions. 





6—Roof ventilator, for sloping surfaces, baf- 
fled to exclude wind swept rain or snow. 


The Donley Brothers Co. 


13928 Miles Avenue Cleveland 5, Ohio 
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Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 





THE OZARK OAK FLOORING, CO. 
BISMARCK, 


MISSOURI 
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Executive Staff of the 
C. D. Johnson Lumber Corp. | 


Robert F. John- 
son was named 
president and 
board member of 
Cc. D. Johnson 
Lumber Corpera- 
tion by the firm’s 
board of direc- VY 
tors on August a 
30. He succeeds < ‘ 
his brother, Dean ji j 
Johnson, who died R. F. Johnson 
with another 
brother, Ernest, in a California air 
crash on August 24. 

From 1932 to 1941, Robert Johnson 
worked in various capacities in the 
corporation’s Toledo, Oregon, mill and 
woods operations. He was appointed 
assistant general manager at Toledo 
just prior to World War II. During 
and after the war he headed Pre- 
fabricated Engineering Company 
which manufactured prefabricated 
homes for various governmental proj- 
ects, including the atomic energy 
project at Hanford, Washington. More 
recently he has engaged in the gen- 
eral contracting business as head of 
Robert F. Johnson and Associates 
with offices in Portland and Idaho 
Falls, Idaho. . 

Robert E. Flowers, Jr., has been 
appointed vice-president and sawmill 
division manager. He succeeds R. P. 
Richardson who died at the Johnson 
brothers’ funeral on August 28. L. H. 
McReynolds, associated with C. D. 
Johnson since 1924, is now vice-presi- 












dent in charge of allocation of ship- 
ping. 

C. D. Johnson, Jr., is the firm’s 
new secretary and treasurer, and will 
continue to function in his capacity 
of comptroller. Newly appointed to 
the C. D. Johnson board is Carl C. 
Jacoby, in charge of the corporation’s 
logging and forestry operations. He 
is a graduate of Oregon State Col- 
lege, and the holder of one of the 
first degrees ever granted by that 
institution in the field of logging 
engineering. George R. Birkelund of 
Baker Fentress & Company of Chi- 
cago fills the newly created position 
of chairman of the board of C. D. 
Johnson Lumber Corporation. 


Selck Names L. F. Landon 
Executive Vice-President 


Walter E. Selck and Co. announces 
the appointment of Louis F. Landon 
as executive vice-president. He has 
assumed the active management of 
the company as assistant to Walter 
E. Selck, president, and will co- 
ordinate all phases of the business. 

Mr. Landon brings to the position 
business experience in sales manage- 
ment, advertising, merchandising, per- 
sonnel and production, as well as 
corporate management. He has been 
president of two distributing corpo- 
rations in the hard goods fields and 
has served as divisional sales man- 
ager and national sales manager of 
three nationally recognized corpora- 
tions. 


Newman Leaves Sloane-Blabon 

Wilbur Newman recently resigned 
as vice president in charge of sales 
and director of Sloane-Blabon Corpo- 
ration. He left for Europe with Mrs. 
Newman on the Queen Mary for a 2%. 
month trip. Upon returning to the 
U. S. in December, Mr. Newman plans 
to form his own floor covering busi- 
ness. 

Mr. Newman started with W. & J. 
Sloane in 1921 and has been with the 
successor companies since that time. 
He was appointed western sales man- 
ager for Sloane-Blabon in 1939, east- 
ern sales manager in 1946, elected vice 
president in charge of sales in 1947, 
and director of the company in 1948, 


Good Cup Goes West 


At the Northern Hemlock & Hard- 
wood Manufacturers Association’s 
Convention at the Gateway Hotel, 
Land O’Lakes, September 14-15, Cory- 
don Wagner, of Tacoma, Wash., presi- 
dent of the Nat’l Lumber Mfrs. Ass’n 
took the cup which Charles E. Good, 
president of the Bay de Noquet Co., 
Nahma, Mich., gave several years 
ago. Tacoma—it was a play off. 

In previous years Herbert Shepeck 
of Escanaba, Mich., Vilas Ruhmer, 
formerly of Phelps, Wis.—now Chi- 
cago, Arvey Ahonen of Ironwood, 
Mich., Matt Wallrich of Shawano, Wis. 
have been awarded it. 

Kurt Stoehr, vice-president of the 
Bay de Noquet Co., presided at the 
session, and gave a very interesting 
speech—“Forty Seven Years.” Copies 
of the speech will be available at the 
Chicago office of the Bay de Noquet 
Co., 817 Railway Exchange, Chicago. 
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Cariton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
15 Million Feet Annual Cut 45 Million Feet Anavel Cut 
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Rely on a COMPLETE 
ATTIC VENTILATOR LINE 


type. The Donley Line gives you six types, ; 
all strongly fabricated and screened 


against insects, all easily installed. 

1—The. Tri-Vent, least conspicuous, draws 
warm air from top of attic space. Four 
shapes fit many roof pitches. 

2—The staple, quick selling, rectangular ven- 


tilator. Economical and easy to apply. 


Different home building operations call 
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3—Quarter round ventilators, furnished in 
pairs to be installed where chimney div- 
ides gable end. 


4—Half round ventilator, imparts distinction 
to colonial type of home. 


5—Horizontal 
employed 


Y 


rectangular 


ventilator. Often 
under eaves, 


where floor ar- 
rangement permits. Used for angle spaces 
back of partitions. 





6—Roof ventilator, for sloping surfaces, baf- 
fled to exclude wind swept rain or snow. 


The Donley Brothers Co. 


13928 Miles Avenue Cleveland 5, Ohio 
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Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 





THE OZARK OAK FLOORING, CO. 
BISMARCK, 


MISSOURI 
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Rogers’ New Book Covers 
All Phases of Insulation 


Design of Insulated Buildings for 
Various Climates, by Tyler Stewart 
Rogers, is published by F. W. Dodge 
Co. Price $5.50. 

Insulation as a building science comes 
to maturity in this new book. This 
new and young (approximately 35 
years) industry has had a phenom- 
enal growth from luxury to conveni- 
ence to necessity. No architect would 
design a building today without tak- 
ing into consideration the control of 
excessive heat or cold. For the archi- 
tect, the engineer and the specifier, 
this new book answers all the ques- 
tions about insulation—why? where? 
when? how much? what with? what 
type? how installed? ete. 

The first part of the book deals with 
principles. Clever illustrations are 
used extensively to explain how cli- 
mate, heat, moisture and air move- 
ments all have a bearing on good 
building design. The second part of 
the book deals with practices. It not 
only uses illustrations and texts but 
has scientifically accurate reference 
tables to simplify the correct design 
of roofs, ceilings, walls and floors for 
any type of building, for any occu- 
pancy in any U. S. climate. 

Both principles and practices are 
discussed in terms of three U. S. cli- 
mate zones. 

Particular and special attention is 
given to the problem of vapor control 
which has been so puzzling and con- 
fusing in the past. 

The rise in fuel costs in recent years 


without a comparative rise in cost of 
insulation materials makes insulation 
an unusually productive item for 
dealer sales. 

For the creative retail salesman 
persuasive answers are given to such 
questions as: How to treat roofs— 
How to insulate walls and floors—How 
heat moves through building materials 
—How heat is reflected—How trapped 
air traps heat—How color affects heat 
absorption—The savings effected by 
various types and thicknesses of in- 
sulation, etc. 

It is hard to conceive of any ques- 
tion about insulation that the book 
does not answer. And to clinch its 
value this book closes with a complete 
topical index. 

It should prove a valuable addition 
to the sales and reference library of 
every aggressive dealer organization. 

The author, better known in build- 
ing industry circles as Ty Rogers, has 
devoted 30 years to the interpretation 
of technical facts to practical people. 
He is a member of the Building Re- 
search Advisory Board of the National 
Research Council (National Academy 
of Science) a member of the Housing 
Research Council, a _ past-president 
and director of the Producers’ Coun- 
cil, Inc. He has written several hun- 
dred articles for building field maga- 
zines and technical books, including 
Encyclopedia Brittanica. 

Mr. Rogers is a graduate of the 
University of Massachusetts and also 
studied at the Graduate School of 
Landscape Architecture and City 
Planning at Harvard University. For 
the past dozen years he has been the 


director of technical hegre for 
oo Fiberglas Corporation, © 


W. C. Wendland Retires 


Walter C. Wendland, 2525 N. Hard- — 
ing Blvd., Wauwatosa, Wis., Mil- 
waukee district manager of the 
Johns-Manville Building Products Dj- © 
vision, has announced appointment of 
Francis E. Dutcher, 4828 North Idle- © 
wild Bay, as his successor. i. 

Mr. Wendland is retiring after a 
40-year career with Johns-Manville 7 
in line with the established retirement ~ 
plan of the company. He is well known 
in the area having been Milwaukee 
district manager of the J-M Building ~ 
Products for the past 20 years. The © 
territory includes the state of Wis- — 
consin and several adjacent states. 

The change in local management 
was made effective on October 1 by 
R. S. Hammond, vice-president of © 
Johns-Manville Sales Corporation and 
general sales manager of the division, — 

Joseph E. Kindregan of Cincinnati 
will assume the post of assistant Mil- 
waukee district manager of the J-M 
Building Products Division. 

Mr. Dutcher joined Johns-Manville 
in 1933 as a sales trainee in the com- 
pany’s Cleveland offices. He later be- 
came senior sales representative in — 
Columbus, Ohio and in 1947 was pro- 
moted to assistant district manager 
of the Milwaukee Building Products 
Division. As the new Milwaukee dis- 
trict manager of the Johns-Manville 
Building Products Division, Mr. Dutch- 
er now assumes responsibility for the 
territory formerly administered by ~ 
Mr. Wendland. 
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Manufacturers 


Douglas Fir 


A Sustained Yield Operation 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 


HEATHER BRAND 
OAK FLOORING 


IN MIXED CARS WITH 
KILN DRIED—YELLOW PINE 


Fishing Scene Illustrated 
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a Lifetime 
HANDMADE WOOD INLAY PICTURES 


Here is a natural for Christmas giving — Beautiful 
— Different — Permanent. Hand-crafted from un- 
usual native and foreign woods, these masterpieces 
are available in more than 28 scenes to beautify 
any setting. All are reasonably priced. 


See for yourself. Just send your name and address 
on a penny postcard for your FREE copy of the 
illustrated “WOOD INLAY PICTURES” brochure. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Ave., Chicago 22, Ill. 
Telephone ARmitage 6-7100 





Finish, Boards, Dimension, 
Ceiling, Siding 


MIXED CARS A SPECIALTY 


SCOTCH LUMBER CO., INC.} 


> FULTON ALABAMA 
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